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THIS KEY RETURNS | 
THE CARRIAGE.... 


With Burroughs Electric Carriage Typewriter 
your hand need not leave the touch position 
to return the carriage ... there is no inter- 
ruption in rhythm, speed or ease of typing. 
Touch the Carriage Return Key—the carriage 
instantly returns to the starting point, or to 
any intermediate point desired, and the paper 
spaces automatically. Shifting for capitals is 
also electric. The size, shape and key touch 
of this new machine are like other Burroughs 
Standard Typewriters. For a demonstration, 
telephone the local Burroughs office. Write 


for free, descriptive folder. 























-LETTERS- 


Good Loans Were Going Elsewhere 


Sirs: I was very much interested in the letter of Mr. H. G. 
Vincent, cashier of the Citizens State Savings Bank, Otsego, 
Michigan, in your last issue. Mr. Vincent’s attitude toward 
present day banking coincides with ours, and we, too, seem to 
be getting good results. 

The enclosed advertisement which 
we have been running in the local 
press may be of interest to you. 

Since the advertisement was pub- 
lished, we have had a great number of 
applications for loans of from $100 to 
$500. Many good loans were going 
elsewhere because people felt it was 
i Many oat ian may nares ve ant wm | itmpossible to obtain emergency cash. 
tm Ths bak wil be gla to help emg vee | Necessarily, there were many among 
ti of pincpal MS otmnc ent eer rr | 6 them which could not be considered, 
The County Trust Co. of Maryland | but we have made some which we 

percents nom believe to be first-class. Whether or 
not the advertisement was responsible 
we cannot tell, but since its insertion 
we have received a marked increase in new deposits. 


JOHN DE P. Dovuw, President, 
County Trust Company of Maryland, Annapolis, Maryland 



















CONTRARY TO 
AND 
NOTWITHSTANDING 


The County Trust Company 
Will Do So 


Our first consideration i, the bank must be sure it will ger 
its depositors’ money back. We must be careful and know 
what the money is to be used for. Mutual frankness begets 
confidence and your cc: ¢ is sacred with the bank. 

Persons of good character, regularly employed, who can 
offer acceptable endorsers, can borrow from us. 











No charges for investigstion. No ¢ 























3 Per Cent Interest Paid On Savings Accounts 
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Keeping A Suspicious Public Uninformed 


Sirs: Perhaps you have already seen it, but if not it is cer- 
tainly worth noting that Printers’ Ink reprinted in their August 9th 
issue the Bank of America advertising article (Investing $400,000 
A Year In Advertising) that you carried in July. And well 
they might. 

The editorial comment heading up this article in Printers’ Ink 
is especially worthy of note. The editor says, ‘““This exposition 
of one bank’s annual advertising outlay . . . shows a faith in 
advertising that is built on experience and promises to continue 
unceasingly. At a time when many banks, small and great. have 
thought it expedient to keep a suspicious public uninformed, the 
Bank of America has gone right on with its program of selling, 
and keeping itself sold, to the public.” 

No doubt some bankers will think this comment is rather 
caustic, particularly the last sentence. Maybe it is. But on the 
other hand it should be of interest to banks because it does repre- 
sent dn outside viewpoint, or at least the viewpoint of a publica- 
tion devoted entirely to matters of advertising. 

If you use this in “Letters,” you’d better make it anonymous. 
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Thanks. We'll Do It In Future Issues 


Stirs: As is true of all the other departments of your magazine, 
the “‘Legal Digest’’ is of great interest to us and is, from time to 
time, quoted in our ‘Officers’ Bulletin.” It would be of much 
more value to us, however, if you would cite the cases to which 
you refer, and we are accordingly taking the liberty of making 
this suggestion to you. 


NorMAN E. Towson, Assistant Treasurer, 


The Washington Loan and Trust Company, 
Washington, D. C. 


















Copies—To Wanganui 


Sirs: There has come to my hand this week the May copy 
of your Journal, and I have read every bit of it with absorbing 
interest. 

What, perhaps, interested me most is the report on the home 
loan financing. I have been working towards the creation of one 

ig mortgage bank for New Zealand, to take over all our private 
mortgage business and lift the moratorium so that ready money 
can again circulate and confidence once again be restored. 

We have sitting at the present time a Royal Commission on 
the Dairy Industry and I have already been called to give evidence 
before them on the lines suggested. I am by same mail sending 
your May Journal to them. Have you yet had an article describ- 
ing the farm loan business? If you have and can send me a few 
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copies I should much appreciate them. I want one for my friend 
who is Secretary of the Treasury, one for the Royal Commission, 
and at least two to lend. 

The sooner each country gets its tail up and wagging instead 
of hanging down the sooner will brighter times come again for the 
world, and blood and money circulation get back to normal. 


Ernest H. Wriaurt, F. P. A. (N. Z.) F. N. Z. A. A., 


Consulting Accountant, National Bank Chambers, 
Wanganui, New Zealand 
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Brickbats—And Orchids 


Strs: I have just seen the issue of The Burroughs Clearing 
House magazine containing the very generous treatment of the 
Buffalo convention (Financial Advertisers, September 10-13). 

While I appreciate that the artist did his best, working from 
probably atrocious photographs, I think all of the members of 
the official family have a perfectly good libel case against the 
magazine. 

Seriously, what I enjoyed most were Guy Cooke’s whimsies. 


Orchids to the originators of the idea! 


I. I. SPERLING, Assistant Vice-president, 
Cleveland Trust Company, Cleveland, Ohio 





In the year ended August Ist, 1934 the list of 
Central United National Bank’s correspondents 
throughout the United States was greatly in- 


creased. We welcome these new correspondent 


relationships and invite inquiries from any 


bank requiring correspondent facilities 


in the Cleveland area. 
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What OUTLOOK for 


LOANS? 


by 
H. F. BOETTLER 


Assistant Vice-president, First National Bank, St. Louis, Missouri 


HAT is the status of loaning possibilities now and 

for the immediate future? What chance has a con- 

servative commercial banker to place any substantial 
proportion of his institution’s deposits in loans which will 
yield a living rate of return and still almost surely be paid? 
Is the situation changing materially over what it was a few 
months ago? 

These are some of the questions which every banker 
must keep asking himself, now-and probably for some time 
in future. They are questions to which we have given and 
are giving constant attention. Despite the pages and pages 
of newspaper interviews from Washington belaboring the 
banks for unwillingness to loan to commercial customers, 
and assuring them that they will have to liberalize their 
loaning policies, almost every banker has been in the 
immediate past and still is very much on the alert to put 
out his funds at commercial rates of interest if only he can 
be reasonably sure that he can collect the loans soon enough 
so that no qualms of doubt will be raised in either his 
mind or the examiner’s. Right there comes the rub! 

What are the requirements of a sound loan? We all 
knew, or thought we knew, a few years ago. The borrower 
must have a good statement and a good record of earnings, 
usually over a period of years; we can assume without 
discussion that he must be of known integrity, good business 
ability, and so on. There are today plenty of customers 
who can meet the old standards of statement and earnings 
record; the only trouble is that none of these want to 
borrow now. Their volume of business has been low, so 
that they turned their inventories and their accounts 
receivable largely into cash or equivalent. Raw material 
prices are still far below their peaks, so that less money is 
required per ton of product than was required three or 
five years ago. This type of customer went into the 
depression with an excellent cash position; if he has made 
money meanwhile his cash position is far stronger today 


Lg 





than it was then. Such customers do not need help from 
the banks. They are actually acting as bankers, buying 
government bonds, short term maturities of general market 
bonds, scrambling for commercial paper, doing everything 
to keep their excess funds employed themselves. By the 
accepted conservative standards of a few years ago, then, 
there are few acceptable borrowers looking for bank loans. 

Ninety-odd per cent of the loan applicants who enter a 
city bank today are in one of two other classes: 1. Busi- 
nesses so badly impaired in cash position, with such terrible 
earnings records since 1929 that their future is practically 
hopeless; 2. Businesses not so badly impaired as these 
others, but still in such condition that what they need for 


. The banker who guesses correctly ahead of his fellows will not only 
profit by getting his funds to work that much sooner—but for his fore- 
sight will gain a good will that will convert itself into further profits 
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Even now we may have a business situation materially better than we realize 


any permanent solution of their prob- 
lems is not bank credit but long-term 
credit. When someone from Class 1 
asks a loan, the banker has no choice 
but -to turn down the request, for 
nothing short of drastic reorganization 
can save such a business, if we put 
miracles aside as something no longer 
to be expected in everyday life. And 
we have all seen it graphically demon- 
strated that loans which are not repaid 
lead any bank into difficulties. 


HE loan applicant from Class 2 is 

still a pretty sorry case for a com- 
mercial loan, but he is not necessarily 
impossible. To be sure, his statement 
clearly demonstrates that any loan to 
him is strictly classifiable as a capital 
loan. But it is sometimes possible to 
work out a deal which takes the curse 
off this situation and makes it a reason- 
able loan for the bank. We have 
handled a good many such loans dur- 
ing the past few months, with excellent 
success. Here is an example: 

The loan applicant is a manufacturer 
who is doing only a fraction, perhaps, 
of his normal pre-depression business. 
He gets an order which requires 
$75,000 to finance to completion — 
and, of course, he lacks the $75,000. 
So he comes to us. What, he wants to 
know, can we do for him? How about 
an open loan for ninety days? The 
answer, of course, is that an unsecured 
loan is simply out of the question in 
view of his statement. But let’s see 
what can be worked out. His state- 
ment shows accounts receivable of 
$150,000, which he assures us should 
mostly turn into cash within ninety 
days. All right, we take an assignment 
of these accounts and obtain his agree- 
ment to turn over the cash received 
from them just as rapidly as it comes 





in. So he gets the $75,000. Within 
two or three days we get perhaps 
$2,000 on account. The money keeps 
dribbling in, which involves a lot of 
work in the discounts cage and the 
bookkeeping department — but the loan 
dwindles away, our loss hazard de- 
creases with each payment, in perhaps 
seventy or eighty days the loan is 
paid off. For a few days or weeks he 
needs no more loans. When another 
surge of business strikes his plant, he 
comes in and makes another deal much 
like the one described. 

Situations of this sort can frequently 
be worked out under certain circum- 
stances, but it should not be assumed 
that this policy can be universally 
applied. If, however, it can be done 
in only one out of ten cases, it is to 
this extent helpful. It is, if you want 
to be technical about it, making capital 
loans. But the curse is taken off by 
the special agreement, and the bank 
is under no great hazard of loss. 
Meanwhile the customer is making a 
little money, a few hundred more men 
are employed than otherwise would be 
supporting themselves, the bank is 
getting 6 per cent on a little money 
instead of the customary )'% per cent 
available on other types of loans and 
investments. The nation is getting 
this added upward push to its recovery 
program. 


E know, and our customer knows 

if he is a realist, that this sort of 
financing will never prove a permanent 
solution of his post-depression prob- 
lem. What he needs is perhaps $200,- 
000 of added capital, which will per- 
mit him to finance his own orders while 
they remain small and to present a 
satisfactory statement at the bank 
when his orders get beyond this in- 


creased financial resource. He cannot 
get the new capital from his stock- 
holders (who previously would have 
been the normal source of such funds) 
because they either are themselves 
broke or else have insufficient con- 
fidence to put more money after what 
they have already lost with him. The 
security markets offer no hope for him. 
Unless he can find an angel, or unless 
his wife’s brother-in-law comes to the 
rescue, he is only postponing the 
eventual day of reckoning. Mean- 
while, however, his temporary borrow- 
ings at the bank permit him to keep 
his head above water instead of going 
down for the third time. They do not 
yield him sufficient earnings to rebuild 
his capital structure. 

Many bankers have had unfortunate 
experiences, perhaps many years back, 
with special arrangements of this sort. 
This has left prejudices which are 
occasionally now standing in the way 
of such arrangements which would 
otherwise be entirely possible. It is 
much like the banker who years ago 
had a railroad bond go sour, and ever 
since has refused to buy any railroad 
bonds, even triple-A. If the banker 
will lay aside such prejudices, he may 
find a good many opportunities to 
make loans by such special arrange- 
ments today, to his own profit and to 
the strengthening of the nation’s busi- 
ness fabric. Nor is this to be in- 
terpreted as an advocacy of generally 
loaning on receivables. As_ every 
banker knows, the general experience 
with loaning on receivables has been 
anything but satisfactory. This how- 
ever has not prevented special loaning 
agencies from doing a profitable bus!- 
ness in this field. 

Why cannot the bank make a really 
substantial loan to such a customer 
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nnot who is now actually making a little 
Lock- money after several lean years? This 
have question is put to us by such borrowers 
inds) rather frequently. The answer, of 
elves course, is that if the situation is no 
con- more complicated than that described 
what above, its working-out still depends 
The solely upon the continuance of the 
him. recovery trend of the past months. If 
inless business conditions continue to im- 
o the prove, a sizable loan to such a cus- 
— the tomer would be not only safe but also 
lean- shrewd banking. If they should taper 
rrow- off or go into a slump, then the loan 
keep would be a total or major loss. A 
going commercial banker simply cannot take 
lo not such risks with his depositors’ funds. 
‘build And if, as so frequently is true, the 
borrower’s situation is complicated by 
unate a defaulted bond issue on which he is 
back, trying to obtain an interest postpone- 
5 sort. ment or some comparable difficulty, 
h are the banker’s chances of loss from such 
e way a loan are further increased by the 
would fact that while the loan might remain 
It is good if the customer succeeds in 
rs ago wangling the arrangement he needs 
d ever from his bondholders, if he fails in this 
ilroad effort the bank would presently and 
yanker inevitably find itself in the federal 
e may bankruptcy court along with a lot of 
ies to other common creditors. 
range- 
and to ET us hope that this size-up of cur- 
s bus! rent conditions does not sound un- 
be in- duly pessimistic. It is not intended to 
nerally sound so. While there are going to be 
every no prophecies in this article in view of 
erience § the depressed condition of business 
s been forecasting, it is fair to say that the 
s how- outlook for acceptable loans is steadily, 
oaning if slowly, improving. Each month a 
e bus few more commercial and industrial 
customers slide across the thin line 
i really J that divides red from black — probably 
istomer more of these than most of us realize 





Recognition of conditions tends to lag behind the changes themselves 


since we obtain revised statements at 
rather longer intervals. Of those who 
thus get across into the column of 
money-makers, some few are thus 
preparing themselves either to qualify 
for loans or, if they are already 
qualified, then are approaching the 
time when their increased volume of 
business will bring them into their 
banks looking for loans. 


"THE opportunity for the bank to im- 

prove its loan situation and increase 
its proportion of funds thus employed 
should, therefore, steadily improve as 
long as general business recovery con- 
tinues. If recovery continues, the 
number of businesses crossing the line 
from ineligibility to eligibility should 
increase at an accelerated rate. It 
seems conservative to guess that with 
continuing recovery the banks may 
find a surprisingly brisk demand for 
loans from desirable borrowers. Just 
when this moment will arrive is some- 
thing to be announced by someone 
bolder than this writer. 

Even now we may possibly have a 
general business situation materially 
better than we realize. General recog- 
nition of business conditions tends to 
lag a long way behind the changes 
themselves—especially after a _pro- 
tracted period of conditions all trend- 
ing in a given direction. Perhaps this 
meaning may be made clear by giving 
an example or two out of the not too 
remote experience of most bankers. 

We all know now the time when we 
should have begun to pull in our necks, 
when we should have begun scrutiniz- 
ing every loan with excep.ional care 
and weeding out all which did not 
measure up to the most exacting 
standards. This ideal time for becom- 
ing careful was back about in 1928, 
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when prosperity had been with us so 
long that we could see no chance of 
its ever departing. But in those days 
practically every loan applicant was 
making money hand over fist, needed 
more bank loans simply to permit 
pulling in the profits by double instead 
of single handfuls. What if carloadings 
fell off for a few successive weeks? We 
waved it aside as probably due to a 
shortage of cars made available to 
shippers —never bothering to look into 
the actual facts. If stocks ceased 
rising, fell a few points, and then re- 
gained their high by a_ laborious 
process, we set it down to “healthy 
reaction” or something of the sort. 
The bank which actually compre- 
hended the storm warnings and 
scuttled for the cyclone cellar before 
the storm struck —there really were a 
few such banks, mostly headed by old- 
timers who remembered (See page 22) 
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Daily Statement of Condition 
AL , Y 
LAtwevntk Uy, / Date—_ Aug. 3,  _ — " 
V 
RESOURCES 
* 
Stocks, Bonds, Securities and Investments = 1,8 4 4, 
“Stock in Federal Rese rve Bank a ee ee 
~~ Notes and Bills Discounted a ____ 0 8 2 4 SS 
| Bilis of Exchange _ ce 13 3,1 
| Banking House 22033739 
| Other Real Estate = ee 
Safe Deposit Vaults 5,000.00 
Furniture and Fixtures _ 2,1 0 7.50 
~___ Redemption Fund 5% am 1250000 
|__ Expense Account _ aaa ee ; _ 6 808 261 
Interest ae ial 14,38 8.81 
Cash ee 238,921.40 
| First National Bank, Blank 10,684.70 _ 
wesc ee 
~ B. Bank and Trust Company, Blank 171,98 7.70 
| First National Bank, Blank _ ae 3,929.36 
~C. Trust and Savings Bank, Blank 33 4,09 7.36 
__D. National Bank, Blank 0 MEE Sh 
Federal Reserve Bank, Blank PE PAE 39 5.26566 
| __ Federal Reserve Bank Collection ee kee ee 
E. National Bank, Blank 43.343 934 8 
|__F. National Bank, Blank 12,377.99 
_First National Bank, Blank _ dokahindcadsiearan 10,06 8.4 
|G. National Bank, Blank a i Te _2,3 3 8.7 
__H. National Bank, Blank = 308,39 8.9 
1. Trust Company, Blank 14,05 5.1 
J]. National Bank, Blank 15,41 0.1 
K. National Bank, Blank ua seein 1 6,19 1.3 
L. Trust Company, Blank _ Ss a 
M. National Bank, Blank erences enpianar 8, 5 
* ee it, 3 
__Cash Items Sent to Sundry Banks __ ‘ . ie 27; 6 
| Bills in Transit ea EBC mawEN a Ci 
| __Cash Overage and Shortage 000 2 
| __Revenue Stamps _ ai - Ee N (e) 
TOTAL 8,4 7 2.78 2.3 
LIABILITIES 
+ 
Capital Stock ss 00,90 0.0 
|__ Surplus a aT aa 0 0,00 0.0 
Undivided Profits eel eee 7 ee roe 
Reserve for Taxes oe 19,22 4.0 
oa 97,21 48 
[—Esrings and increments on Inwcsimeats 3 4627.17 
Exchange Z Se 4,1 2 3. 
—Circulation SORTA! 
PP si Sa + eS 
|__Deposit Account in Country Banks saci 79 4,04 1 
: c me ie 26,406 
Checks LiL TN 8,0 
eas aiendamiah mens 6% F 
am § 5 Ge 
<a tiiesiaainasneea ied 
Demand ines ees 20 0,6 
_Certificates of Deposit —Time CBG, 
= | Sale inal ee a 
Deposit Account Savings 2.07 4,17 
| School Savings Account es eR 
| Specific Purpose Sa ama 8 5,21 8.0 
[Treasurer of the U he ae 4,99 3.7 
eS eee 21,72 6.2 
Specific Purpose Christmas Series 45.6 
Specific Purpose Vacation Senes 2 
TOTAL 8,472.78 2.33 & 











This is the type of daily statement generally 
used. The form that is recommended by 
Mr. Blossom is shown on page 8 





THE BURROUGHS 


A daily report that tells the bank’s condition 
at a glance ... A discussion of the bogey sheet 
now coming into more general use for breaking 
down assets... A formand plan for reviewing and 
classifying notes ... in this outstanding article 


by FREDERICK M. BLOSSOM 


Vice-president, The Central National Bank and 
Trust Company of Peoria, Illinois 





HAT reports do the 

managing officers of a 

bank need for the 
efficient control of the insti- 
tution? The answer is the 
same as the answer to that 
chestnut, “How long is a 
string, and why?” The neces- 
sary reports vary inevitably 
with the size and type of 
bank, with the general fi- 
nancial conditions of the 
times, even with the per- 
sonnel. 

In a small bank, for in- 
stance, the one active officer 
is usually so familiar with 
the entire picture that he 
needs very few reports. He 
can tell you offhand just 
which loans are “souring’’ 
and what they aggregate, he 
knows the mortgages in de- 
fault and the exact prospects 
for disposing of the real 
estate if they come to fore- 
closure. In good times there 
may be perhaps less need for 
close watchfulness than in 
hard times, although most 
sound bankers hold to the 
theory that vigilance in boom 
times precludes the need for 
extra vigilance when the tide 


REporTS 


turns. And there are some bankers — 
mostly, I suspect, competent bankers 
well past middle age — who have grown 
up with their institutions and their 
communities for so long that what less 
experienced bankers would need to 
get from reports these veterans some- 
how sense from the surrounding atmos- 
phere, from close association with 
clerks, tellers and junior officers, from 
the individuals they see walking 
through the lobby. 

Although it is admittedly possible 
for some bankers thus to keep them- 
selves thoroughly posted without any 
considerable set-up of formal reports, 
the fact of basic importance is that no 
institution or system should be built 
up around an individual. Where 
records and details are kept in a per- 
son’s head, the consequences are fre- 
quently serious when something hap- 
pens to that person. Ideally in any 
line of business the set-up should be 
such that a successor can step into 
any job without serious harm to the 
business. As everyone knows, many 
small businesses have been forced to 
go out of existence when their one-man 
management died. Even in a large 
institution the consequences may be 
serious, lacking the proper system. 

The classic example in our part of 
the country concerns a Chicago bank, 
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Three times a year we examine and classify every loan, and set it down in one of five classifications 


s| for ErricleNT CONTROL 


now out of business, in which, it is 
said, the manager of the coupon de- 
partment carried in his own head a 
disproportionate share of the details 
and records. One day he went out to 
luncheon and was run over by a street 
ear. It cost his bank $22,000 to 
straighten out his department —mind 
you, there was no dishonesty, merely 
excessive reliance on one man’s memory 
instead of putting the facts on paper 
where they belong. According to 
reliable authority this actually hap- 
pened. 

Conceivably the reports used in our 
bank might fall far short of meeting 
the requirements of some banks of the 
same size, and in still others might go 
into excessive detail. However this 
may be, we know rather definitely the 
facts which we feel we need, and in 
general have set up a mechanism for 
bringing these facts to the manage- 
ment’s attention. 


N any bank, whether the size of ours 

($9,500,000 total resources) or much 
smaller or much larger, the basic 
report is obviously the daily statement 
of condition. There are two distinct 
types of this statement. The first, 
and more common, is nothing but a 
trial balance. The executive officer 
Who receives this report has to take 


pencil and paper to figure out the 
institution’s exact condition. The 
second type, which should unquestion- 
ably be used far more extensively than 
at present, has all totals and sub-totals 
made up by the general bookkeeper so 
that the managing officer may see the 
daily condition at a glance. This more 
complete type of daily statement is 
shown on page 8. 

A variation of the balance sheet, 
commonly called a bogey sheet, is 
steadily coming into use in more and 
more banks. It is a comparison of 
actual figures with predetermined ideal 
percentages. Any competent group of 
managing officers can agree on what 
percentages of the bank’s assets should, 
for example, be in short-term govern- 
ments, in longer-term governments, in 
municipals, in short-term general mar- 
ket bonds, in call loans, commercial 
paper, time loans of various maturities, 
collateral loans, and soon. It is simple 
to mimeograph or otherwise duplicate 
these classifications and percentages 
upon a sheet of paper, then have a 
bookkeeper set opposite these every 
few days the actual figures both in 
dollars and in percentages. Suppose 
that the bogey figure for a given 
classification is 3.6 per cent. If the 
actual figure turns out to be 3.3 per 
cent or 3.9 per cent, the variation is 


probably unimportant. But if it goes 
up to 5 per cent, then the variation at 
least requires thinking about. Proba- 
bly there is a good sound reason why 
this difference should continue under 
existing conditions. The point is, it is 
far better to know the variations, and 
to permit them consciously, than to 
let certain items get out of proper 
proportion through sheer carelessness. 
A type of asset which should ideally 
be 3.6 per cent of all assets can easily 
slide up to 7 per cent over a period of 
months if unwatched—which means 
that the bank has at the end of this 
time twice as much of this asset as it 
ideally should have. 


HE bogey sheet of asset breakdown 

is pretty generally known, though by 
no means. as generally used as it 
deserves to be. Quite as important, 
though dealing with something which 
is far less easily controlled by the 
management, is the bogey sheet type 
of breakdown of liabilities. But every 
banker has a pretty definite idea of the 
types of liabilities and percentages of 
the same that he prefers. Let him set 
these down on paper, then frequently 
compare his performance with his 
ideals. He may get a few shocks, and 


certainly he will work out some plan 
for improving his 


situation. For 
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example, what proportion of public 
money does he want? How much 
interest-bearing time money can he 
afford to take under current condi- 
tions? How do these performance 
figures stack up in comparison with the 
performance figures on the asset bogey 
sheet showing assets which can be 
turned into cash if these deposit 
liabilities behave less favorably than 
they might? A world of trouble can 
be avoided, and losses forestalled, when 
the banker sets these figures down in 





Then there is the classification of 
notes. Mlost of us have been at times 
unpleasantly surprised by the judg- 
ment of examiners on contents of the 
note case. In our institution we feel 
it is of maximum importance to know 
definitely just how our notes stand as 
a whole, and to have the least favorable 
view of them at all times. So, three 
times a year we examine and classify 
every loan in the bank, look it over, 
and set it down in one of five broad 
groups: Cash Liquid, Liquid, Slow, 















































black and white and studies the Doubtful, Loss. Allexcept the two last 
parallel columns. classes have sub-classes, so that actu- 
Daily Statement of Condition 
y . 
Lhecmen Mir 2 Date Auge 3, 1934 
RESOURCES 
” * — 
Loans __ 4.55 8,492.64 
De SX d Loan x a ~ ee ze ie Reset 
T Secured Loans 2,823,44111 
Cail Loans 
Bills of Exchange > 1 3404167 ZTS7 45298 * 7 
Demand — Unsecured Loans ___ rr Ererererer 
Time—Unsecured Loans 1,23 6,607.36 - 
ra —_ 39 575 5.79 LSS 436709 a 
66,64257 
Stock in Federal Reserve Bank S6co5O5 
Redemption Fund 5% 1255 5.00 
Bonds and Other Securities _ TLO44,9S5 55 C 
U. $. Government ic 
In Vault 1558656 
To Secure Special Deposits 297,590.00 Si 308836 
Premium (Credit Balance in Red) 
Bond Interest TI ZOS6SES 
Municipa! Bon 
is 215,03 669 
To Secure Sp Deposits 166,500.06 38153669 
Pren Credit Balance in Red) 
Bond Interest 381,53669 
Nher Bonds 
In Vault 875,325.45 
To Secure Special Depouts 271,000.00 Lisc3s2945 
Pres Credit Balance in Red) os _— 
Bond Interest LisSo3s2945 
Real Estete and Equipment 7 i bt 227,44 755 
Banking House 220,33 7.39 é wre oS pe z 
Furniture and Fist 2107.56 
Safty Depowt Vaults * <n —— 800000 + 22744459 ee ee 
Other Rea! Estate —_ 300 2 Re 
Other Resources : na Si it29 
Coch Overage ond Shortage z2324 ——_—__—_—__—— 
Revenue Sams 5305 
Cath Resources 122.5 6 
Exchange in Transit 27,35 661 
Federai Reserve Collection Accoun 95,143.99 
Exchanges for Clearing House 105,507.76 
Due From Benks 954,816.43 
First National Bank, Blank 10,64 8.70 
A. Trust Co, Blank 474901 
B Bank Trust Co. Blank 171,98 7.70 
First Nationa! Bank, Blank 3,529.38 
C. Trust and Savings Bank, Biank 334,097.36 
D_Netions! Bank Blank 195,875.35 
E_N Bank, Blank 2114115186 
N Bank, Bienk 11,523.37 
F_N #! Bank, Blar 12,377.99 
First National Bank, Blan 16,968.48 7 
G. Nations! Bank, Blank 2,33 8.79 
H Net Bank, Blank 3083989 
1. Trust Co. Blan 14,05 5i2 
‘1 Navona! Bank, Bias _ 1 341017 EI 
K. National Bank Blank TS61IFT3s 
L. Trust Company, Biar ss 
M. Nationa! Bank BazToss 
Cash $27,779.53 
In Va 132,513.64 
Federa! R Bank, Bie 39 5,265.66 
TOTAL 8,390,31091 # 
LIABILITIES 
” a — 2 
Capital Stock 696,000.00 
Y Surplus pescepetisie SO O00 000 
Undivided Prokts oe ~~ neo ae -_____.._ toners 
Profit and Loss 95,977.38 
Discount 97,21486 a 
Interest or Investments 3462717 
Profits on Bonds 
Exchange Zizsoo 
Expense Account 6608261 
Interest Pad 14,38 8.61 
NET CREDIT BALANCE 15347099 
235,94 41¢@ 235,942.41 ss 
Reserve for Taxes T922405 
Cirguletion 245,500.00 
Dividends Unpeid Sa pe Hat os no 0 
Total Deposits be eae ane 677208087 
Demand Deposits See SE “mi biti '. 
__2,.311,99 261 2351199 2.61 anchabemaniicheniil 
246,76 2.7 
26,40 647 e 
Cashiers Checks 8501007 
Petit Cosmers Checks 1 2.54416 —. 
Demand Certificates of Deposit 200,000 e) 
Due to Banks 794,041.32 a 
Trust Depos 30,7 56 a 
Time Depots 3 725 
- ZO74i7i46 21735 4 a mmm a 
—“T3st 506 a eee Pa 
4561 een te as 
-“ 2:92 __ alle baes Se 
— 8 5.21508 : = Sights 
4 ae § 6 2,835 2.59 Fy ed tt es CRIES 
125,95 5.65 me ER ARE IES Sei eat 
23,726.27 a 
4,99 3.7 ee er i in aa 
TOTAL 8,390,310 
Cash Means? 5.2 4€ of Total Deposits 
Cash and Federal Reserve 5.8% of Total Depow: 
Reserve in Federal Reserve Bank 395,26 566 
‘ 39i,63 957 
626 








This is the second type of daily statement, which Mr. Blossom says 
should be used far more extensively than at present. It contains all 
totals and sub-totals and shows the daily condition at a glance 
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ally the sheet on which this report is 
made up shows twelve columns. Every 
loan goes into one of the twelve 
columns. 

Cash liquid means, in our termi- 
nology, that the loan can be turned 
into cash almost immediately or that 
it either can or will be fully paid at 
maturity. There are five columns in 
this class, headed respectively: Stocks, 
Bonds, Life Insurance, Miscellaneous, 
Unsecured. The loans under this head- 
ing constitute the gilt-edged bills 
receivable, and by our standards should 
total about 90 per cent of all the loans 
we have. A loan to attain this classi- 
fication must be utterly without doubt 
or blemish, must be one which looks 
first-class even on a blue Monday. 
We are so harsh in judging these loans 
that seldom does the most bilious 
examiner place one of them below the 
top in his own classification. 

Liquid means to us that the loan is 
collectible beyond all doubt within six 
months, should payment be requested, 
or that it is already on a payment 
basis which will liquidate it within that 
time. There are two sub-classifica- 
tions, Loan Stock and Six Months. A 
loan made on a ninety-day note with a 
definite understanding of one partial 
renewal automatically falls in this class 
if we know it will be paid. On the next 
classification of loans, four months in 
future, the renewal of this note steps 
up to the Cash Liquid class unless there 
has been meanwhile some unfavorable 
development. 

Slow covers three sub-classifications: 
Real Estate, Slow 1, Slow 2. Real 
Estate means that Trust Deeds or 
Mortgages on Real Estate are held as 
collateral. Slow 1 means that the 
note will probably be paid out within 
two years. Slow 2 means an expect- 
ancy of three to five years. But to 
merit this classification, a note must 
have no other flaw than its inherent 
slowness. Lacking these standards, it 
automatically goes over into Doubtful 
or Loss. And whenever there is a 
doubt as to the proper classification, 
we play it safe by pushing it down to 
the next lower. 


UR own grading of our notes is in- 

variably harsher than the judgment 
of the examiners—in the aggregate, 
that is, though not always as to the 
individual paper. For instance, we 
frequently make an unsecured loan to 
some individual whose statement en- 
titles him to it, but for good measure 
we also obtain a mortgage on his home 
or some other good piece of property he 
owns. Mind you, such loans are not 
made unless they are good enough to 
stand on their own feet without the 
mortgage. Consequently in judging 


them for our periodical classification, 
we consider them as unsecured loans 
(See page 25) 


with just a little extra 
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Banking Legislation To Come 





While the outlines remain vague, some form of banking 
legislation seems likely to shape up for action in the coming 
winter’s session of Congress. Studies have been going 
forward at the Treasury throughout the summer by a 
committee of college professors under the direction of 
Professor Jacob Viner of the University of Chicago, now a 
special assistant to Secretary of the Treasury Henry 
Morgenthau, Jr. There is agitation for legislation in 
various unofficial quarters which will be a factor in stimu- 
lating discussion. 

Administration policies are likely to dominate the 
legislation. There are groups in both Houses of Congress 
which have pronounced ideas somewhat at variance with 
those of the administration. Just what may come out of it 
cannot be foretold at this distance, particularly in advance 
of any pronouncement of policy by the administration. 

The sentiment for increased governmental authority 
over banking has developed rapidly in recent months. A 
trend in this direction was in evidence throughout the two 
sessions of the Seventy-third Congress. The Secretary of 
the Treasury was vested with greatly increased powers 
which had the effect of lessening the authority of the 
Federal Reserve Board. Those who favor complete 
governmental control of banking view the Federal Reserve 
System as banker-controlled. A completely government 
owned central banking system or a federal monetary 
authority as it was styled in bills presented in the recent 
session of Congress is the goal of this element. Particularly 
are those of this school of thought anxious to divorce the 
power to issue currency from privately owned institutions 
like the Federal Reserve banks. 

Further legislation increasing the powers of the Secretary 
of the Treasury or setting up a new government agency 
would not be out of harmony with present administration 
policies. It would represent, however, a development to 
which the administration in the last session was not ready 
to commit itself. 

Bills which were pending in Congress at the time of 
adjournment in June and which furnish a basis for dis- 
cussion in advance of the new Congress in January included 
the Goldsborough, Cutting and Thomas measures. The 
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Goldsborough bill creates a federal monetary authority 
which would have sole power to issue currency. The 
Federal Reserve Board would remain in existence while 
the Federal Reserve banks would retain their rediscounting 
functions. The Cutting bill also creates a federal monetary 
authority but abolishes the Federal Reserve Board and has 
the Treasury take over ownership of the Federal Reserve 
banks. The Thomas bill does not create a federal monetary 
authority but provides for government ownership of the 
Federal Reserve banks. 


Amendments to the Banking Act 


Numerous amendments to the banking act of 1933, 
chiefly of a clarifying character, which failed of passage in 
the last session will be offered to Congress again next 
winter. These amendments, which were urged by the 
Federal Reserve Board and the Comptroller of the Cur- 
rency, were embodied in an omnibus banking bill which 
did not reach the floors of Congress until the closing week 
of the session. If earlier action had been sought there 
probably would have been no trouble. A few Senators 
thought some jokers might be concealed in the highly 
technical provisions. They objected to quick action. The 
bill also was involved in a filibuster directed primarily to 
force action on the farm bankruptcy bill which became law. 
It was finally necessary to withdraw the banking bill in 
order to get action on other measures. 

The most urgent situations have been taken care of 
through rulings by the Federal Reserve Board and by the 
Comptroller of the Currency. 





The Permanent Insurance Plan 





It is fairly certain that there will be legislation with 
respect to the permanent bank deposit insurance system. 
The Federal Deposit Insurance Corporation directors are 
working on amendments to the law which they will have 
ready for presentation to Congress in January. Some of 
these amendments may provoke opposition from those 
members of Congress who in the last session resisted any 
postponement of the permanent insurance plan. These 
members saw no injustice in the greater burdens imposed 
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upon banks under the permanent plan than under the 
temporary system. ‘There are other amendments such as 
increasing the authority of the corporation which may not 
be objected to by this group. 

Directors of the corporation feel that by reason of the 
experience under the temporary insurance system it should 
be possible to improve upon the permanent plan as now 
provided by law. Consequently they intend to propose a 
quite comprehensive revision for adoption by Congress 
before the permanent plan becomes effective. 

Under the law as it now stands the permanent plan is 
effective on July 1, 1935, a year’s postponement having 
been provided by legislation in the last session. 


Some Withdrawals From F. D. I. C. 


. Withdrawal of a large number of mutual savings banks 
from the federal bank deposit insurance system has em- 
phasized one point of difficulty in connection with the law. 
Altogether 167 mutuals, of which 133 were in New York 
State and the others in Maine, Maryland, Pennsylvania, 
New Jersey and Delaware, with total deposits of about 
$5,400,000,000 withdrew on July 1. These banks had 
entered the system in the first instance with some reluc- 
tance inasmuch as they felt that they did not need the 
protection, that it represented an unnecessary expense and 
that if there were losses among commercial banks a part 
of it would fall upon them. 

One of the amendments to the temporary law which 
was approved by Congress made it possible to set up a 
separate fund for mutuals and to allow them to retain the 
$2,500 limit for insured deposits instead of the new $5,000 
limit but these concessions were not sufficient to hold 
these banks. 

Only twenty-one commercial banks with deposits of 
less than $25,000,000 have withdrawn from the insurance 
fund. 

In total deposits all withdrawals represent upwards of 
one-third of the total previously in the fund. 





Treasury Refunding Operations 





Early in September the Treasury will announce the 
first extensive financing operations since June. There 
matures on September 15 1% per cent certificates of 
indebtedness amounting to $524,748,500. It is supposed 
that the Treasury also may make a start on its refinancing 
of 4% per cent Fourth Liberties amounting to $1,200,000- 
000 which were called in April for redemption on October 15. 
Ilaving been successful in June in a fourteen-year bond issue 
amounting to $825,000,000 at an interest rate of only 3 per 
cent the supposition is that the Fourth Liberties will be 
refunded at a very distinct saving in interest. When a 
refunding issue was offered for called Fourth Liberties last 
fall the best that the Treasury ventured to attempt was a 
continuation of the 44% per cent rate for one year and 34 
per cent thereafter. 

While the Treasury has had a very large cash balance, 
amounting to $2,500,000,000 or more much of the time, the 
speeding up of public works projects will tend to cut this 
down and make it desirable to borrow additional new 
money. During the fiscal year, 1934, the public debt was 
increased by about $4,500,000,000. It is anticipated that 
there will be an even greater increase in the fiscal year 1935 
which means that that much or more must be borrowed 
besides enough to meet several billions of maturities. 

It has been possible to conduct financing operations by 
orthodox methods and Treasury officials expect to continue 
to do so. The ordinary operations tend toward an inflation 
of credit but none of the outright inflationary devices of 
the Thomas amendments has been used. 

So favorable have market conditions been for govern- 
ment securities that it was possible to reduce the average 
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The Securities Exchange Commission. Left to right, seated, Ferdinand 
Pecora, Joseph P. Kennedy, Chairman, and James M. Landis. Standing, 
George R. Mathews and Robert F. Healy 
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Repairs and changes which will probably require several weeks have already 
been started on the executive offices of the White House 






annual rate of interest on the outstanding interest-bearing 
debt to 3.18 per cent during the fiscal year 1934 as against 
3.35 per cent in the previous year. 








Capital Loans to Small Industries 


Funds from both the Reconstruction Finance Corpora- | 
tion and the Federal Reserve banks have been slowly going 
out to provide working capital for smail industries under | 
the authorization by Congress in the closing days of the 
last session. 

The theory of Congress was that the corporation would 
be much more liberal in its loans than the Reserve banks. 
There is a question whether this is the case, particularly in 
view of a requirement for compliance with N R A codes as 
a condition of loans by the corporation which is not specified 
in the Reserve Bank regulations. 

Industrial advisory committees are in operation in each 
of the twelve Federal Reserve districts to pass on loans 
sought from the Reserve banks. It is the policy of the 
Reconstruction Finance Corporation to urge that applicants 
for loans should first apply to their local banks and if it is 
not possible to obtain accommodations there to investigate 
the possibility of a participation by a Federal Reserve Bank 
in a commercial bank loan. If that proves impracticable 
the borrower is urged to seek a direct loan from a Reserve 
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Leo J. Crowley, chairman of the 
F. D. I. C. Directors are busy on 
amendments to the permanent plan 


Dr. Jacob Viner heads a committee 
of professors in the Treasury at 
work on banking legislation 


Undersecretary of the Treasury, T. J. Coolidge, working through one of the 
hot summer days in Washington 


Bank and failing in that to go to the corporation as a last 
resort. This procedure is on the theory that the business of 
making industrial loans should be restored to the commercial 
banking system to the fullest extent possible. 

In the regulations governing loans by the Federal 
Reserve banks it is provided that the circumstances shall 
be exceptional, that the borrower is an established industrial 
or commercial business, that the proceeds of the loan are 
to be used to provide working capital, that the borrower is 
unable to obtain requisite financial assistance on a reason- 
able basis from the usual sources, and that the financial 
condition and credit standing of the borrower justifies an 
advance. In the regulations of the Reconstruction Finance 
Corporation it is provided that adequate security must be 
provided, that the applicant must be solvent at the time 
of the disbursement of the loan, that loans will be made 
only when deemed to offer reasonable assurance of con- 
tinued or increased employment of labor and that loans will 
not be made to finance consumer purchases or installment 
sales, to finance imports or exports, for development or 
promotional purposes or to provide for the operation of any 
business in receivership. 

Under the Reconstruction Finance Corporation regula- 
tions “‘adequate security” is defined as meaning any one 
or more of the following: a first mortgage on real estate, 
plant or equipment; a first mortgage on chattels, an assign- 
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ment of current accounts or notes receivable; trade accept- 
ances, warehouse receipts on merchandise stored in bonded 
warehouses, or a first lien on assets of sound value acceptable 
to the corporation. An assignment of orders will not 
constitute adequate primary security. 


The R. F. C.’s Investment in Banks 


While at one time the Reconstruction Finance Corpora- 
tion expected to increase its investments in capital of banks 
to about $1,300,000,000 it now appears that that total will 
not be reached. For some months commitments have 
stood at totals only a little above $1,000,000,000. The 
amount actually disbursed up to July was only $763,727,021 
which included $467,435,221 in preferred stock, $113,153,- 
500 in capital notes and $183,138,300 in debentures. Not 
only had previous authorizations been withdrawn or can- 
celled to a total of $44,943,638 but a considerable number 
of banks have reimbursed the corporation. These banks 
have been chiefly those which did not actually need govern- 
ment capital but helped to lead the way for the more 
timid banks which were fearful that acceptance of assistance 
would be interpreted as a sign of weakness. Fourteen 
banks in New York operating under state charter exercised 
their option to repay capital notes amounting to $51,300,000 
in July. 

The commitments of the corporation have called for 
the purchase of preferred stock in 3,591 banks and capital 
notes and debentures in 2,642 banks. It means that the 
government may be a stockholder in almost half the banks 
in the country. 

Authorizations by the corporations for loans to release 
frozen deposits of banks have amounted to $614,882,735. 
Actual disbursements on loans to banks during the fiscal 
year 1934, including both open and closed banks, were 
$447,614,009. Out of loans amounting to about $1,120,- 
000,000 made to open banks since the establishment of the 
corporation in 1932 all but about $300,000,000 have been 
repaid. 

While Congress in the bill extending the life of the 
deposit insurance corporation authorized the Reconstruc- 
tion Finance Corporation to purchase assets of closed banks 
and to loan on such assets on a basis contemplating an 
orderly liquidation rather than on present values the 
possibilities under such a program are held to have been 
exaggerated. The corporation already, it is claimed, has 
been making loans to closed banks on substantially this 
basis. However, reappraisals have been in progress to 
determine the possibility of a release of additional frozen 
deposits. 


Federal Mortgage Refinancing 


Each of the two mortgage refinancing operations of the 
government, one applying to farms and the other to homes, 
has passed the billion dollar mark. In the case of the farm 
mortgage refinancing under the Farm Credit Administra- 
tion it means that the commitments dispose of about half 
of its authorized government-guaranteed $2,000,000,000 
while in the case of the home mortgage refinancing under 
the Home Owners’ Loan Corporation the commitments 
dispose of about one-third of its authorized government 
guaranteed $3,000,000,000 bond issue. 

By reason of the government guaranty it has been 
possible to sell farm mortgages as well as home mortgage 
bonds to the public to obtain such cash as is needed to 
supplement the exchanges of bonds for mortgages which 
represent the major part of the transactions. The Farm 








Credit Administration recently sold $100,000,000 of Federal 
Farm Mortgage Corporation 3 per cent bonds to the public, 
the bulk of the proceeds being used to repay the Reconstruc- 
tion Finance Corporation for funds advanced before the 
bonds were guaranteed and it was not regarded as wise to 
sell them in the market. 


(See page 24) 
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Underwood & Underwood 
Continental Hall... where President Roosevelt has been 
invited to address bankers attending the convention 


















by H. H. McKEE 


Chairman, General Convention Committee, Washington, D. C. 


@ On October 22, the sixtieth annual convention of 
The American Bankers Association will be called to 
order for a four-day session in Washington, D. C. 


@ Washington holds much of direct interest to bankers 
today, in its new federal commissions, its administrative 
offices, and the opportunity it presents to come in 
contact with public officials who are working earnestly 
for the welfare of our people. It is the busiest city in 
the country. And it holds much of general interest in 
its traditions, its public buildings, its parks, and even 
its golf courses. What better place to discuss the 
present and future of American banking? 


@ The bankers and the business and civic organizations 
of Washington extend a cordial invitation. 

















Underwood & Underwood 
Many interesting scenes of departments at work 























Harris & Ewing 


Headquarters of the Federal Reserve Board 
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United States Treasury ... which houses many adminis- 
trative departments of particular interest to bankers 
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The Lincoln Memorial and Washington Monument 





The George Washington Home at Mount Vernon 
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Trustee by ‘‘Misdeed’’ 


A borrower, upon the renewal of his 
note, delivered to a bank as collateral 
security certain mortgage notes and 
shares of stock. Shortly thereafter the 
bank converted these securities into 
cash. 

Within four months after he turned 
the securities over to the bank, the 
borrower was petitioned into involun- 
tary bankruptcy. The trustee in 
bankruptcy brought an action against 
the bank to recover these collaterals 
or their proceeds as preferential pay- 
ments. 

The court found that, the bank 
having ‘mingled the money realized 
from the sale of the securities with its 
own funds, it was “by virtue of its 
own misdeed” a trustee for the full 
amount; also, that when it received 
the collateral from the borrower, the 
bank knew, or by exercise of reason- 
able diligence should have known, that 
the borrower was insolvent. 

A decree was entered ordering the 
bank to pay to the trustee in bank- 
ruptcy the full amount realized from 
the sale of the securities. 


Joint Liability 


That the liability of parties on notes 
and otherwise is apt to be affected by 
local laws of procedure is indicated by a 
recent Federal decision interpreting a 
Michigan procedural statute. 

A closed bank held the note of an 
insolvent corporation. There were 
seven accommodation indorsers on the 
note. These indorsers were not payees, 
nor was any one of them the transferee 
or indorsee of any of the others. One 


Recent Court Decisions that are of 
Particular Interest to Banks ... . 


LEGAL 
DIGEST 


by 
CHARLES R. ROSENBERG, Jr. 


of these indorsers brought suit to 
compel the bank’s receiver to set off 
his deposit against his liability on the 
note. 

The court, applying the Michigan 
Judicature Act, held that this one 
indorser’s liability was a joint liability 
along with the other six indorsers, and 
not individual or severable. Conse- 
quently, his individual account in the 
bank could not be set off against a 
joint liability. 


Controlling Law 


Two national banks located in the 
same state engaged in a transaction 
which became the subject of litigation 
between them after one of them closed 
and went into the hands of a receiver. 
The transaction in question had been 
completed before the closing. 

The court pointed out that the rights 
of two national banks in the same state 
with respect to each other are con- 
trolled by state law down to the time 
of closing, but that Federal law governs 
after the closing of a national bank. 


Gold Clause 


Banks and other investors in obliga- 
tions calling for payment in gold will 
find much worth pondering in a recent 
court decision on the status of certain 
“gold clause” bonds of the Missouri 
Pacific Railroad Company. After a 
thorough review of the various legal 
and economic questions involved, the 
court concludes that the Congressional 
“gold” legislation is valid and that 
literal performance of “‘gold clause” 
contracts has thereafter been made 
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impossible by operation of law. Con- 
sequently, bond holders and other 
obligees of such instruments are en- 
titled to recover only in such lawful 
money of the United States as is now 
current. 


Set-Off Right 


The right of set-off as between two 
national banks was recently adjudi- 
cated by a Federal Court in a case 
involving some interesting and unusual 
features. 

The A bank turned over to the B 
bank for collection a check drawn on 
the C bank, which was located in an- 
other town in the same state. The B 
bank and the C bank were each other’s 
correspondents, so the B bank for- 
warded the item with a collection 
letter directly to the C bank, which as 
above stated was the drawee of this 
particular check. 

Upon receipt of the item by the C 
bank, it was charged to the drawer’s 
account and credited to the B bank’s 
account with the C bank. The collec- 
tion letter was stamped “‘paid’’ by the 
C bank and mailed to the B bank, in 
accordance with the established cus- 
tom between the two banks. 

After banking hours on the same 
day the C bank was closed for insol- 
vency and taken over by a receiver. 
The B bank got notice of the receiver- 
ship before it received the acknowledg- 
ment of the item from the C bank. 

The B bank paid over to the receiver 
everything it owed to the C bank, less 
the amount of the item above referred 
to, claiming a set-off for this. The 


receiver brought suit for this money, 
but the court ruled that the charging 
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of the item to the drawer’s account and 
the crediting of the sum to the B 
bank’s account by the C bank, at once 
created a relationship of debtor and 
creditor between the two banks, which 
was not impaired by the receivership. 
Consequently, the B bank was entitled 
to set off this sum against its own 
indebtedness to the C bank. 

This decision, which is supported by 
numerous authorities cited by the 
court, is of interest not only in cases of 
insolvency, but in any situation where 
it is important to establish the owner- 
ship of a fund in the hands of another 
bank. 


Which Law? 


Here’s a question on the enforce- 
ment of a note that was answered the 
same way by a Federal District Court 
and Circuit Court of Appeals, only to 
be decided quite to the contrary by 
the United States Supreme Court. 

The maker of six notes executed and 
delivered them in Florida to a Florida 
payee. At maturity the notes were 
not paid. By that time the maker was 
in Pennsylvania, and the payee’s 
endorsee brought suit against the 
maker there in the Federal District 
Court. The maker defended on the 
ground that under Pennsylvania law 
the notes were non-negotiable for 
ambiguity and that, therefore, in 
accordance with the Pennsylvania deci- 
sions, the endorsee could not maintain 
a suit on them in his own name. This 
view was adopted by the Federal Dis- 
trict Court and affirmed, on somewhat 
different reasoning, by the Circuit 
Court of Appeals. 

The United States Supreme Court, 
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however, distinguished very sharply 
on the question of applicable state 
law. The Federal District Court 
sitting in Pennsylvania, it said, was 
required to follow Pennsylvania law 
in matters of procedure, such as 
the rule that a transferee of a 
non-negotiable instrument cannot 
bring suit in his own name; but this 
particular rule involves a question of 
substance, namely, the negotiability 
of the notes. The issue of negotia- 
bility must be determined by the law 
of Florida, where the notes were 
executed and delivered and made pay- 
able. Under the Florida law it ap- 
peared the notes were negotiable. 
Hence, the Federal Courts sitting in 
Pennsylvania were obliged to recognize 
the notes as negotiable and deal with 
them as negotiable instruments, re- 
gardless of the local law of Pennsyl- 
vania. 


Valid Assignments 


A, for valuable considerations, as- 
signed to B all rights which A had in 
a construction contract with the city. 
About nine months thereafter B col- 
lected from the city under the assign- 
ment. Two months later A went into 
involuntary bankruptcy, and the trus- 
tee in bankruptcy endeavored to re- 
cover from B the money collected 
under the assignment. 

Tne court ruled against the trustee, 
holding: 

First, that assignments of accounts 
may be made and constitute valid liens 
thereon if recognized by the law of the 
particular state; 

Second, that the existence of fraud 
on creditors under such assignments 
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depends largely on whether the 
assignor continues to exercise dominion 
over the accounts; 

Third, that where a genuine lien by 
assignment is created more than four 
months prior to bankruptcy, the actual 
enforcement of the lien by collection 
within the four months period before 
bankruptcy, will not put the assignee 
in the position of having to refund the 
money as a voidable preference. 


Trust Gains 


A hard-fought dispute over 1922 
income tax payable on the capital 
gains of a trust fund has but recently 
been decided by the United States 
Supreme Court in an opinion which 
lays down some rather hard and fast 
rules for the calculation of income tax 
in such cases. 

In 1906 an investor acquired certain 
shares of stock at a cost of $141,375. 
He held these shares until December, 
1921, when he transferred them to a 
trust company to hold in trust for the 
benefit of his son. The cost of the 
shares to the trustor at the time of the 
creation of the trust was computed by 
the trust company at $516,000. 

In 1922 the trust company sold the 
shares for $603,385, and in its income 
tax return for the trust for 1922 
computed the tax on a_ (See page 26) 
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....A Sudden Turn of Events Forces 
DIRECTOR CLUTCHBILL into 


A Fight for 
PROXIES 


by FRED COPELAND 


p? 


“WRY wouldn't give it to me! 

] panted Cashier John Atwood as 
he hurried into the Ferndale 

National just before closing time. 

“Hey! Goodlord. What’s that? 
What’s that? He won’t give it to 
yuh!” Director Clutchbill, who had 
been awaiting John’s return, got 
scramblingly out of his chair, his long 
black coat tail slowly unfurling as 
though for battle. ‘“‘We’ve got to get 
_ Iry’s proxy .. . or—or we’re licked!” 

“Saul Hibbard was up _ there,” 
fumed John. “If it hadn’t been for 
him maybe I'd got it.” 

“Oh! Saul Hibbard . . . hmm-—so 
he’s poisoned Iry. He’s the cuss that 
started the story all over the village 
we can’t pay dividends on the common 
if we issue preferred. I’m going up to 
Iry’s in the morning, I tell yuh, and 
get that proxy out of him if I have to 
give him ether.” 

“You won't get it.. 
has beat us to it.”” John rolled up his 
sleeves and nervously worked his 
fingers preparatory to balancing the 
cash. 

It was imperative the Ferndale 
National should issue $50,000 in pre- 
ferred stock to nourish its’ bond 
portfolio which on account of its 
delicate South American complexion 
had faded to that look of patient 
expectancy which precedes death. A 
special meeting had been called for 
Wednesday. This was Monday after- 
noon. And unless Director Clutchbill 
found some means of prying Iry Spar- 
hawk’s proxy loose before another sun 
sunk heedlessly in the west a desperate 
situation was certain. 

Iry Sparhawk, bell-cow of the stock- 
holders by reason of an inheritance of 
100 shares of the bank’s stock ‘from 
his father in 1883, was the pivot on 
which the situation hung. And now 
Saul Hibbard, leader of the opposition, 
had won him over by sheer noise. 


. Saul Hibbard 


The next morning when the village’s 
one taxi, operated by Mr. Oliver Bero 
and lovingly called ‘Tonsillitis’ by 
the natives, stopped at Mr. Clutch- 
bill’s littke white cottage the old 
director climbed glumly in. It was 
evident he had been unable to hatch a 
sure-fire scheme. And he liked to have 
something up his sleeve when he set 
out to trap any one as slippery as Iry. 

The trek from Ferndale Village to 
Locust Hollow, the ancestral nest of 
Iry Sparhawk, is a radiator-sizzling 
grind up a mountain road. The last 
pitch is surmounted by the car locking 
its chin over a water bar whilst the 
hind wheels churn fiercely up and down 
like the footwork in the Australian 
Crawl. You know you are in the 
Hollow when the rear cushion slides 
forward on the floor. 


[N spite of the climb Oliver Bero 

delivered Director Clutchbill at the 
Sparhawk farm house in half an hour. 
At the time, Mrs. Amelia Sparhawk, 
wife of Iry, a large woman with a 
league-pitcher’s arm and a stern jaw, 
was hanging out a washing, and she 
informed Mr. Clutchbill through a 
teeth-clinched clothespin that Iry was 
in the woodshed. 

As Oliver Bero’s car backed around 
with fluttering gills, Mr. Clutchbill 
stepped briskly for the woodshed. 

‘““Where be you, Iry?’ inquired the 
old gentleman, shoving his iron-gray 
goatee into the twilight of the shed. 

“IT don’t want to see yuh,” squalled 
Iry’s small, quarrelsome voice from a 
dark corner. 

“Why, it’s me, Iry, Aaron Clutchbill 
... I’ve come up to visit yuh.” 

“I don’t want to see yuh, I tell 
yuh... any man that wants to rig a 
bank so it can’t pay me my regular 
dividend ain’t no friend of mine.” 

“That’s the stuff, Iry! !’ 

Director Clutchbill rolled his eyes 
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By hard running Mr. Clutchbill kept 
motion. Mrs. Sparhawk’s straw hat 
behind like a pinwheel. Iry’s jaw 


slowly around. They fell on the form 
of Saul Hibbard sitting as motionless 
as a crow on a wheelbarrow. 

Mr. Clutchbill scowled. ‘“‘Iry,” he 
asked caustically, ‘“‘are you actually 
boarding Saul up here?” 

“Yeah,” interrupted Saul, “I’ve 
been helping Iry with his lessons. 
I’ve been showing him how a bank 
can’t pay dividends with a top-heavy 
capital.” Saul Hibbard slowly filled 
a cob pipe and leaned comfortably back 
in the wheelbarrow. 

Mr. Clutchbill examined Saul’s gaunt 
frame and small head, the wart on the 
bridge of his nose, the fringe of red 
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4 Iry in sight. 


down a bee tree, anyway. 
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i hair over his out-sweeping ears. ‘Hm!’ 


he said, ‘it’s fortunate I got here so 


ij carly in the day; it is my duty as a 


Christian and a Republican to get Iry 
| straightened out in his head about 

the bank.” 
1 “You fellers,” stated Iry, “might 
j just as well go home, both of yuh. 
4 |'m going up into the woods and cut 
I’ve got 
9 Only one bee veil, so you can’t come.” 
3] “Why, Iry,” protested Saul, “I’ve 
j Just naturally got to come. I’m one 
] of those fellers bees don’t sting.” 
| “Don’t be too certain, Mr. Hib- 
@ bard,” advised Mr. Clutchbill with a 


Iry’s arms and legs were humming with 
] was over one of Iry’s eyes and the veil was spinning 
j was swung sidewise in a sort of speed craze 
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It is rumored that the new issue of 
preferred stock will bring an end 
to the dividend on the common 


wicked slant to his 
goatee, realizing Saul 
was planning to block 
any chance of getting 
Iry alone. 

“You come at your 
own peril this 
swarm is a hot one,” 
warned Iry, hurriedly 
getting his bee outfit 
together; a veil of mos- 
quito netting draped 
over a straw hat, a 
roll of twine, some 
gloves, an ax and pail. 

Mr. Clutchbill 
offered graciously to 
carry the ax and pail. 
while Saul Hibbard 
hastened to relieve Iry 
of the bee veil. 


[NX crossing a mullen- 

infested pasture over 
which Iry hurried them 
they had to cross a 
stone wall choked with 
a fringe of raspberry 
bushes. It was in this 
prickly place Director 
Clutchbill discovered 
Saul was carrying Iry’s 
bee veil in a careless 
and scornful manner 
under one arm. In 
fact, a length of it 
already dangled out 
in a most inviting 
way. It was then Mr. 
Clutchbill made an im- 
portant decision. He 
hooked the loose end 
of the veil on a rasp- 
berry thorn just be- 
fore Saul climbed over 
the wall. 

Mr. Hibbard in try- 
ing to shin the ram- 
parts felt himself 
hooked to a bush and not looking to see 
what the tow line was made of, gave 
an impatient yank which resulted in 
a slight rent in the bee veil. A hasty 
glance assured Mr. Clutchbill of the 
success of his sudden inspiration. 

A great deal was to come of this 
trifling breach in Iry’s net. Often the 
mere dropping of a stitch in a silk 
stocking will ruin a day. But it would 
be nothing, positively nothing, in 
comparison to a slit in a bee net. Any 
old bee hunter will break out in a cold 
sweat if you tell him there is a hole in 
his bee veil; it must be in as perfect 
shape as a chorus girl. 


It was thus, with hidden danger 
hanging over the party, Iry led the way 
over the remaining stretch of pasture 
and then penetrated some ten rods into 
the forest. Here he pointed up at a 
sun-blistered spruce tree. Half way 
up the spruce a seam had opened in 
the tree trunk which had been found 
and made use of by a swarm of wild 
bees to hoard their honey. 

“I’ve had this tree marked for a 
month,” piped up Iry, ‘‘and I can tell 
yuh they’re a hot bunch .. . it would 
be a good deal safer if you fellers went 
home and left me alone!” 

“To hear you talk any one would 
think I was raised in Labrador,” 
scoffed Saul Hibbard. “I’ve hunted 
bees, Mr. Sparhawk.”’ 

Director Clutchbill, realizing the 
immediate future was certain to bristle 
with mystery and suspicion, held no 
communion with anybody. 

“Maybe you’ve hunted bees, Mr. 
Hibbard,” sniffed Iry, snatching up 
the ax, “‘but you won’t have to hunt 
for any of these bees after they get 
to goin’.” 

At the end of every stroke Iry sent 
out a wheezing ““Heh”’ after the manner 
of choppers who are putting in every 
ounce. When half way through the 
tree he took time out to blow and give 
final instructions. 

*““One of you fellers get a couple han- 
fulls of green leaves and run in an’ plug 
the bee hole soon’s the tree comes 
down.” 

“You shall have the pleasure of 
doing Iry the favor,’ Mr. Clutchbill 
informed Saul, bowing gallantly. 

‘Naw, I ain’t a fool.” 

“Try,” said Mr. Clutchbill scorn- 
fully, ‘“‘your little mate that’s been up 
here to play with you every day for 
two weeks must be tuckered out. 
Maybe if you gave him a proxy for 
your hundred shares of bank stock it 
would revive him enough so he could 
plug the hole.” 

“I ain’t going to give nobody a 
proxy.” 

“That’s all I ask,’ said Saul Hib- 
bard. ‘Just stay away from the 
meeting and we'll continue to get our 
regular common dividend.” 

“Iry, I'll plug the hole,” said Mr. 
Clutchbill, ‘‘and I hope this cuss gets 
bit nine times on the beezer while I’m 
doing it.” 

Iry spit on his hands and went 
impatiently at the tree. Some time 
later there came a slow splintering 
and snapping of wood. Iry looked up 
suddenly, dropped his ax (See page 22) 
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TRUST ESTATES IN OUR CARE 





Are Separate From Banking Assets 


f the various estates and 
Is managed by this institution 
ire in no way mingled with the assets of 
fact, they are kept in sep- 
compartments, under separate 
control, and individual accounts are main- 
tained for each fund on entirely different 
— . ledgers from those on which banking rec- 
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The funds of the individual estates are 
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In no way can estate assets become 


involved in any of the affairs of the bank 


Even the cash deposits made for trust 
estates in our bank are secured dollar for 
dollar by United States Government and 
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S the business pendulum gradually swings back again 
A toward normal, one of the major problems of the 
bank advertiser is to decide which department of the 

bank shall receive first attention. 

The strong position in which trust management has 
emerged from the storm is an excellent reason for choosing 
this branch of banking service as a theme for advertising 
designed to help rebuild public confidence. 

Restoring the public’s confidence in banks and in bank 
management is, of course, the great job ahead of financial 
advertising today. The method by which trust department 
advertising may be utilized toward that end is an interesting 
example of the shift in emphasis which has occurred in 
bank advertising. 

In the old days, banks advertising trust services centered 
their sales stories about the prospect. Their advertising 
copy had to do almost entirely with ““what we can do for 
you.” Banks constantly discussed “your” problems, 
“your” estates, “your” ambitions for your children and 
desires for the protection of your family. While banks did, 
of course, go into some detail with respect to the manage- 
ment of trust funds, this was subordinated to the personal 
interests of the trust prospect. 

But today the bank is, so to speak, “‘on the spot.” 
Instead of the bank turning the spotlight of advertising 
and salesmanship upon the prospect, the public is turning 
an inquiring spotlight upon the bank. 

The public wants to know about banking. They have 
their fingers crossed. No more will they accept sound 
management in banking as axiomatic. 

Today, therefore, the first question of a trust prospect 
may not be, as it often was in the past, “‘What can your 
bank do for me?” 

Instead, the first thing a trust prospect may want to 
know is, ““‘How does your trust department operate? How 
do you manage trust funds?” 
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A Change of 





Instead of the bank turning the 
spotlight of advertising on the 
prospect, the prospect is turn- 
the spotlight on the bank... . 


The public wants to know 


by DON KNOWLTON 


This is the day, therefore, when purely educational 
advertising, of a type which formerly would have passed 
unnoticed as being trite and uninteresting, may be par- 
ticularly effective. 

But to be effective, such advertising must consist of 
more than a mere repetition of generalized slogans or 
smoothly-worded phrases. It must do more than make 
flat statements—it must actually explain how things are 
done. 

An example in point is a trust campaign recently pub- 
lished by the State-Planters Bank & Trust Co. of Rich- 
mond, Va. 

The campaign is remarkable in that it is not spectacular, 
not filled with flowery phrases, not overloaded with sales 
arguments. It is a straightforward description of how 
trust estates are handled in the bank’s trust department. 

It is only human to want to see beyond the scenes, and 
to have the meaning of things explained in ordinary, easily- 
understood language. Information and knowledge beget 
a sturdy confidence. Doubts are settled by familiarity with 
facts. Without, therefore, appearing to sell, but merely 
appearing to explain, this campaign today may actually 
have a sales value far higher than would a trust campaign 
of the old-fashioned type, which stressed love of children 
and care of family. 


HERE were seven advertisements in the series. Typog- 

raphy and layout were simple and dignified. In most 
of the advertisements the same illustration—a drawing 
representing a group of five business men seated about a 
table in conference —lends visual emphasis to the nature 
of the banking operations described in the context. The 
general make-up of the ads is similar, adding the advantage 
of continuity to the series. Continuity is also further 
established by the use of the same _ headline —‘‘Trust 
Estates in Our Care’’—on every advertisement of the 
series. 

The substance of the series may be gathered at a glance 
by listing the subheads of the respective advertisements 
appearing beneath the standard heading ‘“Trust Estates in 
Our Care.” These subheads are: Receive Immediate 
Attention; Receive Constant Attention; Have Many Auto- 
matic Safeguards; Are Reviewed in Two Ways; Receive 
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This bank realizes that 
in managing trust estates 
one cannot be too carcful 
in avoiding situations 
where a conflict of inter- 
ests between the Trustce 
and the trust estate may 
occur 
















For example, it is immaterial to us from 
the standpoint of compensation or other inter- 
ests what investments are bought or sold for a 
trust estate. Investments for trust estates 
are accepted or rejected on their merits alone 


Numerous other principles have been laid 


Established down by our directors and executive officers 
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TRUST ESTATES IN OUR CARE 





Are Menaged in Strictest Confidence 





1865 for preventing the occurence of situations in 
which a conflict of interests may result 
Member 
Federal Reserve It is our aim im managing every trust 
System estate to do our utmost to insure that our 





gement of that estate will not be biased 
Vv cc nsideration of our own gain or loss 
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The advertisements were written to answer the 
public’s unspoken questions. They deal 
entirely with bank operation 


Unbiased Attention; Are Separate from Banking Assets; 
Are Managed in Strictest Confidence. 

Note that there is nothing in the main head or the sub- 
heads of the seven advertisements which has to do with 
“you” as a trust prospect. They deal entirely with bank 
operation. 

In No. 1 of the series, the importance of “immediate 
attention” is stressed as follows: 


Vur institution considers it of prime importance that each trust 
account shall be reviewed immediately upon qualification or 
acceptance so that a definite program may be mapped out for 
its administration. 


In this way assets that are likely to depreciate and securities that 
are not suitable for retention in the trust estate can be disposed of 
promptly. Likewise, assets of merit can be retained either as 
more or less permanent investments or for subsequent disposition 
when the account shall be reviewed at a later date, a thing which 
lakes place periodically. 


_ Similarly, in No. 2, the importance of ‘‘constant atten- 
tion’? and method of operation by which it is assured are 
described thus: 


With the principles laid down by the Trust Investment Committee 
as a guide the estates are managed from day to day by the Trust 
Officers and employees who are trained to realize that the success- 
ful administration of an estate can be had only by constant 
attention and follow up. To this end frequent departmental 
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Only when the law requires it. 
or when we are Cealing with per- 
sons having business with individual 
estates do we discuss or make avail- 
able in any way information regard- 
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then only such facts are revealed as | 
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meetings and conferences are held and facilities are maintained 


for automatically bringing up matters that require attention on 
given dates. 


Moreover, individuals are employed who periodically review our 


trust accounts both from the standpoint of the investments con- 


tained therein and from the standpoint of income collections and 
the needs of the beneficiaries. 


No. 3 of the series gives assurance that the trust de- 
partment does not “put too many eggs in one basket”: 


Estate funds managed by a well organized trust department 
have certain safeguards that are not often found in other forms 
of investment management. 


For example, we have well defined rules that require the diver- 
sification of investments—not more than a certain percentage 
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of a given estate or trust fund can be 
invested in the bonds or securities of a given 
corporation or municipality, or in one 
mortgage loan. This rule is not violated. 
Again, our Trust Committee has definite 
principles as to the types of mortgage loans 
it will make for trust estates and as to the 
amount it will lend in relation to a current 
appraisal of the property. 


The fourth advertisement —had the 
writer cared to unbend from formal 
phraseology —might have been headed 
“Check and Double Check.” It is 
a particularly businesslike statement 
reading: 

TRUST ESTATES IN OUR CARE 

ARE REVIEWED IN 
TWO WAYS 
1. By Estates—That is, the individual trust 
accounts are periodically reviewed in 
order to determine whether or not proper 
diversification of investments _ exists, 
whether or not there is too large a holding 
in any one investment or type of invest- 
ment, and in short—to insure that each 
trust is being managed in the way that 
best suits the purposes for which that trust 
was created. 





2. By Securities—That is, each security 
and other form of investment held by our 
Trust Department is periodically con- 
sidered in order to ascertain 
whether any development has 


ment of that estate will not be biased by 
any consideration of our own gain or loss. 


No. 6 is probably the most im- 
portant advertisement in the series. 
In view of past history. this adver- 
tisement needs no comment — 


TRUST ESTATES IN OUR CARE 
ARE SEPARATE FROM BANK- 
ING ASSETS 


The assets of the various estates and trust 
funds managed by this institution are in 
no way mingled with the assets of our bank. 
In fact, they are kept in separate vault 
compartments, under separate control, and 
individual accounts are maintained for each 
fund on entirely different ledgers from those 
on which banking records are kept. 


The funds of the individual estates are not 
mingled with one another, and each estate 
is managed and invested entirely as a 
separate unit. 


In no way can estate assets become in- 
volved in any of the affairs of the bank. 


Even the cash deposits made for trust 
estates in our bank are secured dollar for 
dollar by United States Government and 
other readily marketable bonds. 


These practices of ours are in conformity 
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with the state banking laws and the 
regulations of the Federal Reserve System. 


Only in the seventh, and the last 

of the series, does the discussion veer 
away from the bank and toward the 
customer. Here, under the heading 
“Trust Estates in Our Care Are Man- 
aged in the Strictest Confidence,” a 
point is raised which, although dealing 
primarily with bank management, has 
a bearing upon the personality of the 
prospect: 
The officers and employees of our Trust 
Department are trained to realize that 
personal trust service is of a confidential 
nature and that the confidences reposed in 
the Trust Department are not to be 
revealed. 


Only when the law requires it, or when we 
are dealing with persons having business 
with individual estates do we discuss or 
make available in any way information 
regarding a given trust account. Even 
then only such facts are revealed as bear 
upon the particular problem in hand. 


This principle is thoroughly ingrained into 
the members of our organization—it is 
inviolate. 


Now suppose that a business man 
from Australia, visiting in this country, 
should walk into a bank and say, “I 

am curious to know how 








you operate your business. 





occurred that will affect either 
adversely or favorably its invest- 
ment merits. 


In No. 5—under the sub- 
head stressing “unbiased at- 
tention” —the bank allays in 
no uncertain language a sus- 
picion which the events of 
the last few years have, no 
doubt, founded in the minds 
of many people. This adver- 
tisement reads in part: 


This bank realizes that in man- 
aging trust estates one cannot 
be too careful in avoiding situa- 
tions where a conflict of in- 
terests between the trustee and 
the trust estate may occur. 


For example, it is immaterial 
to us from the standpoint of 
compensation or other interests 
what investments are bought 
or sold for a trust estate. In- 
vestments for trust estates are 
accepted or 
merits alone. 


rejected on their 


Numerous other principles have 
been laid down by our directors 
and executive officers for pre- 
venting the occurrence of situ- 
ations in which a conflict of 
interests may result. 














Trust Estates In Our Care 


Have Many Automatic Safeguards 
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For example, we have well defined 
rules that require the diversification of investments 

not more than a certain percentage of a given estate 
trust fund can be invested in the bonds or securities of 
a given corporation or municipality, or in one mortga 


lean. This rule is not violated 


Again, our Trust Committee has definite princi- 
ples as to the types of mortgage loans it will make for 
trust estates and as to the amount it will lend in rela- 


tion to a current appraisal of the property 


These principles and many others are steadfastly 


observed in our management of trust funds --— they 
assure an extra margin of protection for the beneficiaries 


ol estates in our care 
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For instance—how do you 
run a trust department?” 

This visitor might well find 
a complete and satisfactory 
answer to this question in the 
advertising campaign above 
outlined. 

In short, the campaign is a 
businesslike reply to un- 
spoken, but equally business- 
like, queries in the public 
mind today. It is a reply to 
the questions, spoken and 
unspoken, that are being 
asked by trust prospects -— 
prospects that need to be 
convinced before they will 
become customers. 

This is indeed far removed 
from the days when a bank, 
advertising trust service, pic- 
tured a widow in mourning 
with small children playing 
at her heels, along with the 
title, “She Will Be Taken 
Care Of.’ And perhaps, in 
the long run, it is just as well 
that sentiment —or what was 
dangerously near sentimen- 
tality—in bank advertising 
is being replaced by solid 
facts. For only by acquaint- 
ing the public with methods 
of bank operation and man- 
agement, may banks expect 











It is our aim in managing 
every trust estate to do our ul- 
most to insure that our manage- 





There is nothing in the headings of the advertisements 
that has to do with ‘‘you’”’ as trust prospect 





to regain that degree of pub- 
lic confidence which they en- 
joyed not so many years ago. 
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(From page 5) “93 —avoided much of the 
grief and loss of the depression 
years. Moreover, so did many of its 
customers. 

The possibility suggested by analogy 
is that perhaps now, after almost five 
years of the hurricane, we may be 
inclined to discount as temporary some 
movement which actually is genuine 
recovery. It is a natural tendency to 
purchase securities or commodities 
after a substantial rise, and usually 
near the top. Moreover, it is a tend- 
ency to which most of us as bankers 
must plead more than ordinarily prone. 
Don’t come around six months from 


(From page 17) and went through the 
underbrush like a squirrel. 

With a ripping crash the tree swung 
over slowly, then with gathering speed 
slammed to the earth. 

Instantly Director Clutchbill gal- 
loped bravely in and stuffed two large 
handfuls of maple leaves in the bee 
hole to hold in the bees and then 
rushed back cuffing at his ears to ward 
off any bees which might be pursuing. 

Iry promptly joined the family 
circle, and Saul taking the bee veil 
from under his arm, began helping Iry 
dress for battle. 

“Ts the net tucked in all around my 
neck?” squalled Iry. 

“Yeah,” said Saul carelessly. 

“Well, damn it! is it?” 

“Yeah, go ahead.” 

Mr. Clutchbill had discovered by 
close watching that the hole in the 
veil, which Saul had torn on the 
raspberry bush, was just under Iry’s 
left ear. Apparently Saul, if he 
noticed it, did not think it of enough 
consequence to mention. 

When rigged, there rested on Iry’s 
head a sailor hat which once belonged 
to Mrs. Iry Sparhawk. It was draped 
with a veil of mosquito netting and 
tucked in around the _ neckband. 
Sleeve- and pant-ends were gathered 
tightly to wrist and ankle with amber 
twine thus giving a fine bell-cast or 
seventeenth century etiect. Iry wore 
ash-sifter’s gloves of white canvas 
with sapphire wristers a la mode. 

“TIT ain’t none skeered of ’em now,” 
he crowed, walking boldly up to the 
bee hole and beginning the perilous 
job of cutting down to the honeycomb. 

As soon as he got a hole opened the 
air was full of bees going around in 
circles as fast as bullets. They 
gathered all over him but he paid no 
more atiention to them than snow- 





What Outlook for Loans? 


now declaring that this article said 
the depression is over. It distinctly 
refrains from making any such pro- 
phetic type of assertion. But it does 
suggest the probability that if it 
actually is over, we should be unlikely 
to recognize it so promptly after 
suffering almost five years of alternat- 
ing faint hope and black despair. 


O, this is no flat assertion that the 
patient is beyond all danger of re- 
lapse. It merelysuggests that he may be 
further on the road to regained health 
than most of us now recognize. Just 
how close is the final restoration of 


A Fight for Proxies 


flakes. Once in a while he scooped a 
cupful off his veil so he could see to 
chop. 

Occasionally a scout bee went by 
Mr. Clutchbill and Saul like a hot 
torpedo. At such times Mr. Clutchbill 
stood as immovable as an _ Indian 
whilst Mr. Hibbard would roll his eyes 
stealthily to the north and poise one 
enormous paw for a lightning stroke. 

During the brief intervals Mr. 
Clutchbill was relieved from scout 
duty he watched Iry and wondered 
why the bees failed to find the hole in 
the veil. Had Saul seen it at the last 
moment and tucked it in? Or was it 
so little the bees crawled right over it? 

Suddenly, while Mr. Clutchbill was 
thus occupied, Mr. Hibbard’s elbows 
popped forward as though some one 
had prodded his pistol pocket with a 
buffalo spear. 

“Ao-w!! [Tm bit!’ 

Mr. Clutchbill jerked his eyes from 
Iry in time to see Saul grab his rear 
sheets, bound into the air as nimbly 
as a rabbit and fly for the pasture. 

It was then Mr. Clutchbill suddenly 
snatched his right leg up to his ear. 
A startled yell left his lips as he 
anxiously shut his hands in a wild 
squeeze on the leg near the ankle. 
Half hopping, half running, he made 
for another haven. 


Shortly afterward Iry raked a hand-— 


ful of bees off his veil, and peered into 
the bee hole. “I’ve got down to the 
honey,” he howled in an _ excited 
voice. ““They’re gettin’ madder every 
minute.” 

“l’m over here, Iry,” called Mr. 
Clutchbill from behind a giant beech 
while he shook his pant leg wildly to 
dislodge the bee that the garment 
still held. 

He had just succeeded in freeing 
himself from the bee when he heard a 
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business health is something that each 
banker must decide for himself, and 
act accordingly. 

But this, too, is worth keeping in 
mind: That the banker who guesses 
correctly ahead of his fellows will not 
only profit by putting his funds profit- 
ably to work that much sooner, but 
also will gain from his public a good 
will which will convert itself into 
further profits during the years. When 
this moment recognizably arrives, the 
banker who promptly converts his 
recognition into increased commercial 
loans will collect dividends therefrom 
for his entire banking life. 


series of collisions. Looking up, he 
saw Iry’s arms and legs humming with 
motion. Mrs. Sparhawk’s straw hat 
was over one of Iry’s eyes and the 
veil was spinning behind like a pin- 
wheel. Iry’s jaw was swung earnestly 
sidewise in a sort of speed craze. 

“Damn ’em! ... Damn ’em!’ he 
howled ardently at every third jump. 

By hard running Mr. Clutchbill 
kept Iry in sight and finally panted up 
to him in a clearing in the woods. 

Iry had the veil off and was holding 
it up to the sky searching it intently 
with his fiery blue eyes. 

‘*How in hell did them cusses get in?” 

“Eh! Hmm! There... see! Ain’t 
that a little hole?’’ exclaimed Director 
Clutchbill. 

“Huh! ... yeah—that’s queer . 
that veil was whole when we started — 
I looked her over before I left the 
woodshed.”’ 

‘You don’t suppose Saul punched 
a little hole in it just for fun?” 

Iry looked slowly up at Mr. Clutch- 
bill. His eyes began to narrow. 
“Where is that red-headed buzzard?” 
he asked in a silky hiss. 

“The last I seen of him he was racing 
a hornet down to your house.” 

‘*T hope he gets bit on the eye. Look 
at that!’ Iry pointed to his left ear 
which was swelling to the size of a 
grapefruit. 

‘Christopher 
Mr. Clutchbill. 

“IT wished I knew for sure who 
punched that hole in my net.” 

“IT didn’t even carry the net. 
dressed yuh .. . he should know.” 

Iry started grimly for the house with 
Mr. Clutchbill at his heels. 

Saul was in the cool of the Sparhawk 
woodshed when they got down to the 
house. He was nursing a cob pipe with 
one hand and his stung leg with the 


Columbus!’ uttered 


Saul 
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CLEARING HOUSE 


Since the beginning of the century, Addressograph has been 
saving money for banks of every size, and for financial houses and 
businesses of all kinds. Today . . . with opportunities greater and 
economy more insistent . . . Addressograph is an indispensable 
device wherever names and data must frequently be copied. No 
other office machine can be used in so many ways... to save time 
and money .. . to eliminate mistakes . . . to stimulate patronage. Just 
a few of the ways it renders profitable service are listed at the right. 
Check them, one by one, with your own bank in mind. In each of 
these . . . and in many other ways .. . Addressograph can save its 
cost and pay a big profit. An Addressograph Representative . . . 
trained and experienced in name and data-writing economies . . . is 
constantly in your vicinity. Without obligation of any kind he will 
gladly discuss savings in the MAKING and USE of record forms 


with you. Consult your telephone book, or write to 


ADDRESSOGRAPH COMPANY 
Division of 
Addressograph-Multigraph Corporation 
Cleveland, Ohio 


OFFICES IN ALL PRINCIPAL CITIES OF THE WORLD 


ddressagraph 


TRADE MARK 


MORE THAN AN ADDRESSING MACHINE w 
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RECOVERY REPORTS ON AMERICAN BUSINESS 


The New ~* 
Class 1700 
Addressograph 


~“ 


THE ADDRESSOGRAPH 
DOES THE WORK 10 TO 50 TIMES 
FASTER 


Central File: Provides a convenient, self-copying master rec- 
ord. Commercial Department: Types names and addresses 
on checking account ledger pages and monthly statements. 
Savings Department: Writes names, addresses, account 
numbers and other data on savings forms. Loan Department: 
Imprints and addresses record sheets, interest statements, col- 
lection notices. Transfer Department: Lists names, addresses 
and information on stockholders’ sheets—writes complete divi- 
dend checks—imprints correction forms—addresses proxy and 
other notices. Transit Department: Fills-in letters and mail- 
ing forms—writes names and addresses on balance statements 
—addresses transit envelopes. Trust Department: Fills-in 
names and details on security and collection register sheets, 
customers’ statements, credit advices. General: Personalizes 
promotion letters—imprints safe deposit forms—lists names , 
detail and amounts on pay roll sheets—writes complete pay 
checks or account credits—writes information on varied gen- 
eral forms. 


THE ADDRESSOGRAPH LINE INCLUDES MORE 
THAN 50 MODELS... PRICES AS LOW AS $42.50 
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Seiberling’s problem 

of invoice writing 
was solved 








































































\ “We ordered Kant-Slip forms with 
the Registrator platen,” Seiber. 
ling Rubber Company writes, “‘as 

.) soon as you placed them on the 
market several years ago. We 
had previously been using ordi- 

() nary continuous forms for our 

invoices and found it almost im- 

possible to keep all copies in 

proper alignment. 


“Our routine requires removing 
one copy from the set for the 
shipping department and replac- 
ing all other copies in the machine 
later to complete the invoice. 

“The ease of re-inserting copies 
of Kant-Slip forms in the machine 
and of mhion additional entries 
which appear absolutely uniform 
on all copies has speeded up our 
work. We have been pleased with 
your service. We have not seen any 
other invoicing arrangement which 
would give the same results.” 


. What is your problem? The 
’ Registrator Method has solved 
many difficult ones...on type- 
writers, billing and tabulating 
. machines, and teletypewriters. 
Write us for complete information. 
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Use margin below for coupon — write 
name, company and address; and mail. 
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| other. 


A startled look still hung in his 
eye. 
“How did that get in there?” Iry 


| held the hole in the net up to Saul’s 
| face. 


dressed me.”’ 





“How? .. . how?—why ask me? I 
ain’t been with you fellers for a long 
time.” 

“You carried the net and you 

Saul reached out and took the net. 
For a moment he examined it, then 
shook his head. ‘“‘Nope, that ain’t one 
of my holes.” 

Iry snatched back the veil and 
slammed it on the-ground. He looked 
searchingly at Mr. Clutchbill, and 
Mr. Clutchbill gazed innocently at 
Saul. 

An hour later Mr. Clutchbill and 
Saul, both sitting stiffly upright, rode 
down to the village together. On the 
way Mr. Clutchbill spoke once. 

‘““How did that hole get in the net, 
Mr. Hibbard?” 
“You will 
Clutchbill, 
ballots.” 

At ten o’clock the following morning 
the lobby of the Ferndale National 
was full of stockholders assembled for 
the special meeting to vote on the 
question of amending the _ bank’s 
articles to issue preferred stock. When 
all were stuffed in the directors’ room 


Mr. 
the 


know tomorrow, 
when they count 





THE 


and the meeting had come to order, 
it was noticed Iry Sparhawk held 
down a front seat. There was a 
ballot clutched grimly in one hand. 

As usual, Director Clutchbill’s black 
felt hat was used to collect the ballots 
which were turned over to three 
trusted whisker-fringed judges tocount. 

For fifteen minutes the judges sat 
with heads together like ancient 
buzzards, scratching and pecking. At 
length they stopped and looked up in 
a dazed sort of way as though dawn 
had come and caught them under a 
henroost. Two of the ancients nodded 
encouragingly to their companion. 

“Hrrm!” he said, swinging a gray 
beard slowly around. “Your judges 
are ready to report your vote ... Eh! 

Hrrm! the $50,000 preferred 
issue is carried by one hundred votes.” 

Instantly Director Clutchbill leaped 
to his feet with a box of cigars which 
he began grandly passing around. 
Coming to Iry Sparhawk he took out 
a handful and put them in Iry’s lap. 
Then, closing the lid, he gave the box 
to Saul. 

“Here, Saul, you and Iry smoke 
these and see if you can’t figure out 
who made that hole in the bee net.” 

With instant suspicion Iry jerked 
his head up at Mr. Clutchbill. He 
half rose, but Director Clutchbill 
was gone. 
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The Washington Outlook 


(From page 11) The Home Owners’ Loan 
Corporation has issued 3 per cent 
bonds in exchange for the 4 per cent 
unguaranteed bonds which were pre- 
viously sold and which suffered a 
slump in market price before Congress 
on the recommendation of the Presi- 
dent enacted legislation for a govern- 
ment guaranty of principal as well as 


interest. 


Banking Under the Exchange 
Act 





Preliminary studies by experts of 
the Federal Reserve Board have placed 
the board in readiness to administer 
the margin and credit sections of the 
new securities exchange act of 1934. 
The margin provisions are effective on 
October 1. The assumption has been 
that the board would make effective 


| the standard margins as prescribed in 


the law subject to subsequent changes 
as authorized. 
In a general outline of the require- 


| ments in the law sent to the Reserve 


banks by Chester Morrill, Secretary 


| of the Federal Reserve Board, it was 
| stated that in so far as banks are con- 


| 
| 
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cerned the board’s authority relates 
to loans made for the purpose of pur- 


chasing or carrying securities registered 
on national securities exchanges. It 
does not apply to loans made solely 
for industrial, agricultural or com- 
mercial purposes, regardless of the 
question whether these loans are 
secured or unsecured, and, if secured, 
regardless of the character of the 
collateral. The determining factor is 
the purpose of the loan and not the 
nature of the security offered. If a 
loan is collateralled by stocks or other 
equity securities and is made for the 
purpose of purchasing or carrying 
securities registered on a_ national 
securities exchange it comes under the 
act. Ifit is made for any other purpose 
it is exempt. 


N general, Mr. Morrill stated, the 
law is intended to prevent the banks 
from being used for the purpose of 
circumventing the margin § require- 
ments prescribed for loans extended 
by brokers to their customers and to 


prevent undue expansion of bank 
credit employed in the securities 
markets. 


General banking practices in relation 
to loans for industrial, agricultural or 
commercial purposes are not affected 
by the law. 
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Management 
Reports 


(From page 8) margin of safety. The 
examiners, however, generally put 
them down as slow old-fashoined real 
estate loans, and we have almost given 
up hope of converting them to our way 
of thinking. It all balances up, how- 
ever, because frequently an examiner 
gives a note a higher rating than our 
own judgment allows. As has been 
pointed out, we expect that the exami- 
ner’s report will give us a better bill of 
health on loans than does our own 
report. 

In our subsequent handling of these 
individual loans, we operate on the 
assumption that our classifications are 
none too harsh. Consequently our 
collection experience is regularly better 
than these loan reports might lead us 
to expect. But the really important 
result of these periodic size-ups of our 
bills receivable is that they prevent 
our going to sleep while loans go sour, 
and we can credit this periodic classi- 
fication with saving us a great many 
losses which we might have suffered 
without it. At the same time we are 
enabled to get an excellent bird’s-eye 
view of our loans and discounts as a 
whole. 








We go over our bond holdings in | 


much the same spirit every sixty days 
or so. In these reports we classify our 
bonds by types, ratings, market values 
and values at which carried. We try 
not to be charitable in making these 
appraisals, for the one place where a 
banker cannot safely be lenient is in 
judging his own performance. Of 
course we watch our bonds all of the 
time, but we know pretty well from 


our periodic classifications which ones | 


require the most attention in between 
reports. It has a salutary effect at 
times to see written down in inescapable 


black and white, that a block of five | 


bonds has slipped off both in rating 
and in market value. When we find a 


small block of this sort beginning to | 


skid, we are jolted into watching it 
with extra care and the list of all the 


times we have thus been saved losses | 


would make a sizable document. 

On the side of interest paid and 
expenses, we use the standard form of 
the Illinois Bankers Association. There 


is nothing extraordinary about this | 


report. It merely keeps us looking at 
our own expenses so classified that we 
can compare them either with the 
standard figures published by the 
association, or on occasion with the 
similarly classified expenses of banks 
with which we may be exchanging a 
few ideas and facts. In fact, in a bank 
the size of ours there is not a great 
deal we can do about expenses. We 
know pretty well how we wish to 


Operate our various systems and 
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EARLY every newspaper report of a daring 
bank robbery contains the remark that «The 
loss is covered by insurance.” 


In the case of scores of these robberies, human 
lives have been lost in addition to the money which 
the bandits have taken with them. The loss of hu- 
man life has not been confined to bank employees, 
for in many cases a bank depositor, a law enforce- 
ment officer or an innocent bystander has been 
shot to death. 

Lower insurance rates can come about only by 
a reduction in bank losses through hold-ups and 
robberies. These losses can be reduced only through 
more adequate bank protection, and it is here that 
the York Safe and Lock Companycan be of assistance. 


For over fifty years we have specialized in the 
building of vaults and today our Timelock and 
Delayed Action Equipment is aiding hundreds of 
banks to defeat criminals. 

The services of a York engineer or representative 
are yours for the asking to aid you in making your 
bank impregnable to bandit attack. Why not write 
us today? Working together we can do much to 
“take the profit motive out of banditry.” 


President 


YORK SAFE AND LOCK CO. 


@ YORK, PENNSYLVANIA e 


meEMBER 


WE DO OUR PART 








a Human life 
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Facts... 


Recently compiled—a 
booklet setting forth the 
complete circulation of 
The Burroughs Clearing 


House. 


Advertising managers of 
financial institutions will 
be interested in this 
“proof of complete and 
exclusive coverage of the 
banking field.” 


If you would like to re- 
view this compilation, ask 
for “Facts.” Write 
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routines, which are designed to func- 
tion as economically as possible. Our 
institution is small enough so that 
most of the officers know just about 
what is going on throughout the bank 
all of the time, which employees are 
underloaded, which are carrying all 
that they can handle, etc. Neverthe- 
less, we occasionally learn something 
from the report which starts us think- 
ing along lines that save us money. 

There are, of course, no inherent 
virtues in reports. We have seen 
occasional banks and businesses with 
such elaborate routines of statistics 
and reports that the management in 
self-defense was forced to brush them 
aside to leave time enough to handle 
essential business. We have all seen 
institutions managed by men so thor- 
oughly conversant with all of the 


THE BURROUGHS 


details of the business that they did 
not need to have things set down in 
black and white to comprehend them 
exactly and continuously. 

But for most of us, it seems safer 
and surer to make up our minds which 
points we wish to keep under con- 
tinuous or periodic control, and then 
to set up mechanisms for bringing the 
indicated information to the officers 
who will use it. Right there, of 
course, is the nub of the whole matter. 
The facts must be used or they might 
better not be compiled. 

As to the number and detail of 
reports and the facts to be covered by 
them, the same general rule applies 
as that which occasioned Abraham 
Lincoln’s famous standard for the 
length of a man’s legs: Long enough 
to reach the ground. 
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(From page 15) capital gain of $87,385, 
this figure being the difference between 
the sale price and the computed value 


| of $516,000 as of the time of the 
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creation of the trust. 

The United States Supreme Court, 
however, ruled that the tax was pay- 
able on the difference between the sale 
price and the original price of $141,375 
which the trustor paid for the shares 
in 1906—in other words, a taxable 
capital gain of $462,010. The court 
pointed out the provision of the 
Revenue Act of 1921 to the effect that 
the basis of computing capital gain 
from a sale of property acquired by 
gift, shall be the same as it would have 
been in the hands of the donor. This 
provision was re-enacted in Section 113 
of the Revenue Act of 1932 with 


| respect to gifts after December 31, 


1920, and was not changed by the 
Revenue Act of 1934. 


Secured Deposits 


Once again the question of a national 
bank’s right to guarantee deposits of 
public money of a state or municipality 
has been up for adjudication, this time 
before the Supreme Court of the 


| United States. 


A national bank in Georgia was 
made a state depository and under a 


| state statute was required to give a 
| bond secured by a general lien on the 


bank’s assets to secure the state money. 

The bank subsequently closed and 
the receiver resisted the lien on the 
bank’s assets in favor of the state’s 
funds. The Supreme Court of the 
United States ultimately decided, how- 


ever, that the Act of Congress of June 
25, 1930, authorizing national banks 
to give security for deposits of public 
money of a state or any political sub- 
division thereof, of the same kind as is 
authorized by the state law in the case 
of other banking institutions in the 
state, empowers a national bank to 
give a general lien on present and 
future assets to secure such deposits, 
where state banks have such power. It 
appeared that there was such a statute 
in effect with respect to state banks in 
Georgia. 

The court pointed out that a national 
bank is subject to state law unless 
that law interferes with the essential 
functions of a national bank or is in 
conflict with some paramount federal 
law. 


Trust Duties 


A trust company which was trustee 
under a management trust for certain 
real estate made a mortgage loan on 
the property and became also trustee 
under the mortgage executed by the 
beneficiaries as mortgagors. Later the 
company foreclosed the mortgage and 
at the sale itself purchased the property 
for the full amount of the loan plus 
interest. It appeared that the price 
thus paid was higher than the valu- 
ation placed upon the property by the 
parties themselves in the management 
trust agreement. 

The court said there appeared to be 
no fraud in this transaction, but in its 
opinion the trust company should have 
resigned as trustee under the manage- 
ment trust when it became necessary 
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for it as trustee under the mortgage 
to assume a position adverse to the 
beneficiaries of the trust. The com- | 
pany did not as trustee under the 
management trust endeavor to obtain 
the benefits of the moratorium legisla- 
tion for the beneficiaries of the trust 
and for this the court ruled that it had 
been derelict in its duties as trustee 
for the beneficiaries. The court was 
so impressed with this feature of the 
transaction that it confirmed the sale 
subject to the condition that the 
beneficiaries of the trust might apply 
within sixty days for the benefits of 
the moratorium statute with a result- 
ant opportunity to redeem the fore- 
closed property. 


Preference Payments 


A corporation was indebted to a bank 
for $15,000. Of this, it paid off $5,000. 
by a check on its deposit account with 
the creditor bank. For the balance 





it gave four new notes, each endorsed 
by the corporation’s manager and his 
wife, both of whom were officers and 
stockholders in the company. The 
manager informed the bank that as 
the corporation was not making money, 
he had decided to liquidate it. 

As the notes matured, they were 
paid by the bank’s charging them 
against the corporation’s account. 
Within less than four months after 
the $5,000 payment and after all the 
notes had been thus paid, the corpora- 
tion went into bankruptcy and it 
developed that it had been insolvent 
throughout all these transactions with 
the bank. 

The Trustee in Bankruptcy attacked 
the payment of the $5,000 and the 
four notes as voidable preferences, 
claiming that the bank should be 
required to refund the money to him 
for the benefit of all the creditors. 
The court, however, held that while 
the corporation’s manager may have 
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JS 


known that the bank was being pre- | 
ferred over other creditors by the pay- 


ments in question, the bank had no 
reasonable cause to believe that the 
payments were preferences and conse- 
quently it could not be required to 
refund the money under the “‘voidable 
preference” provisions of the Bank- 
ruptcy Act. 


Witness to Note 


Must a subscribing witness to a note 
or other document actually see the 
maker sign in order to prove the 
maker’s signature? 

This was a question raised in a recent 
Pennsylvania case where a subscribing 
witness to a negotiable note was called 
upon to prove the signature of the 
maker, who had died. The subscrib- 
ing witness testified that although he 
did not see the note executed and the 





Mother Nature displays her artistic Craftsmanship 
in many ways, but in Snow Crystals and Window 
Frost reaches the ultimate perfection. Her exqui- 
site, delicate patterns show an amazing geometrical 
precision and a flawless beauty in design which 
copyists use as a model to incorporate in the making 
of fine laces and other delicate workmanship. 


And Mother Nature’s Craftsmanship is not osten- 
tatious. Indeed, a microscopic examination is nec- 
essary to really see the minute beauty of these frost 
gems. 


In Carew Papers there are many inherent qualities 
not visible to the naked eye. Of course, their char- 
acter and beautiful finish are plainly visible even 
to an inexperienced observer. But Carew Paper 
Ideals and Carew Craftsmanship — that’s another 
story. They are not visible in the finished sheet, 
yet, without them, all the other qualities that make 


Your Great Grandfather used Carew Quality Papers in the days of the Quill” 





















































Carew Papers the finest in the land, would be im- 
possible. 


These Carew Ideals, which are so carefully fostered 
by Carew Craftsmen, are the heritage of 85 years 
of fine papermaking. Since 1848, Carew has led the 
paper world in the making of rag papers. 


The use of Carew Papers will insure a Prestige that 
comes only from Quality. After you try them, you 
will be convinced that Carew and Quality go hand 


in hand. 


Your Paper Merchant will 
be glad to supply you with 
beautiful, illustrated Port- 
folios of any of the Carew 
Bonds or Ledgers in which 
you are interested . . . The 
Lift of the complete line of 
Carew Papers appears in 
the imprint. 





aa 








RE 





 — 
= 


MANUFACTURING COMPANY 


\. SOUTH HADLEY FALLS, MASSACHUSETTS Z 


Carew 4 Star Linen Lepoer « Vutcan Linen Lepcer « Depenvence Lepoer 0 

Mowmoutn Linen Lepcer « Lenox Linen Lepcer « Court Linen Lepcer « Carew 

4 Star Parcument Deep « Empire Bonn « Treasury Bonn « Roya Seat Bonn 

Lenox Bonp « Merit Bonp « Manpate Bonn « Gtascow Linen «+ Superior 
Manuscript Cover « Persia Onientar 


“Since 1848 


Makers of the 
Finest Rag ‘Papers 
in the land” 
YZ . 











‘‘All Automatic”’ 











Patented 


Requires No Pasting ! 


EASY SNAP 
Collapsible Storage File Boxes—io0 stock sizes jy, PI re 


Samples and Prices Sent on Request. 


STRAYER COIN BAG CO. (89% S75") New Brighton, Pa. 





Bank 
Supplies 
Coin Bags 

Coin Boxes 
Coin Wrappers 
Bill Straps 


Envelopes 
Pass Books 














DEPOSITORY BAG 
Requires No Padlock 








In writing to advertisers please mention The Burroughs Clearing House 








TWENTY-EIGHT 


Your Bank Needs 
SPEED-FEED 





ECONOMIES 


In at least 16applicationsinyour bankthe Epeet 
Feed will effect sharp savings for you. This is 
easily demonstrated in a few minutes in your own 
bank with your own typists and typewriters or 


Burroughs Typewriter Billing Machines. 
you give the Egry 
agent an oppor- 
tunity to make 
such a demonstra- 
tion? No obliga- 
tion is involved. 


Will 











You cannot afford 
to pass up the 
money, time and 
labor-savings 
which EGRY 
SPEED-FEED 
makes possible. 
Write today for 
all the facts. 
THE EGRY 7 
REGISTER COMPANY 
DAYTON, OHIO 
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RENDEZVOUS 


of PITTSBURGH’S 
SMART SET 


Two famous restau- 
rants, a tap room, 
a cafeteria, a roof 
4, garden decorated by 
the late Joseph 
Urban, the Conti- 
tinental Bar, the 
Halter and Hurdle 
Room, and famous 
dance orchestras 
provide a variety of 
opportunities for food, drink and en- 
tertainment at a wide range of prices. 
Rooms are cozy and elegantly fur- 
nished, rates reasonable. Centrally 
located, a few steps from any- 
where. 


HOTEL WILLIAM PENN 
PITTSBURGH, PA. 
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maker did not expressly acknowledge 
the signature to him, he signed in the 
presence and at the request of the 
maker of the note. The court, quot- 
ing a case in point said: 

“It is not necessary that the witness 
should have actually seen the party 
sign, nor have been present at the 
very moment of signing; for, if he is 
called in immediately afterwards, and 
the party acknowledges his signature 
to the witness, and requests him to 
attest it, this will be deemed part of 
the transaction and therefore a suf- 
ficient attestation.” 


Forged Endorsement 


The payee of a check brought suit 
against the bank which had cashed it 
on a forged endorsement. One of the 
questions raised by the bank was that 
the payee was estopped to assert his 
right against the bank by his delay in 
advising it that his name had been 
forged. On this point the court said: 

“This would raise a serious question 
if there were a showing of prejudice 
after the payee learned that the bank 
had cashed the check, but it is frankly 
admitted that after the payee dis- 
covered the cashing of the check, the 
bank had no way of recovering the 
money from the forger or his estate. 

“In the discovery of a forgery and 
in the duty to notify the bank which 
has cashed a forged check or one with 
a forged endorsement, there is a dis- 
tinction between the duty of a deposi- 
tor whose name has been forged to a 
check and that of a payee whose 
endorsement has been forged. A bank 
at its own peril determines the genuine- 
ness of the payee’s endorsement. It 
may require identification or responsi- 
ble guarantee upon presentment. If 
it elects to accept an endorsement 
upon the responsibility of its depositor, 
it is not in a position to invoke laches 
or an estoppel against the payee until 
he has actual knowledge of the forgery 
and that the bank has cashed the 
check. He owes no duty of active 
diligence to discover and notify the 
bank.” 


Negotiability Not Destroyed 
The ever present possibility of 


| destroying the negotiability of a note 
| was illustrated in a suit brought by a 
| national bank on a note in which 


appeared provisions waiving present- 
ment, demand for payment, and notice 
of non-payment, and consent of the 
maker, surety, guarantor and en- 
dorser to the extension of the note 
without further notice. 

While admitting that there is some 


| authority supporting the view that 
| the provision in the note consenting to 


an extension defeats negotiability, the 
United States Circuit Court of Appeals 
held that the great weight of authority 


| is to the contrary and that this agree- 
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ment in the note does not impair its 
negotiability. 


Place of Payment 


A maker executed a demand note in 
Georgia specifying that it was payable 
at his office in Maine. Thereafter the 
maker died and his executor was sued 
on the note. 

The holder of the note contended 
that the note should be construed 
under the Georgia law where it 
appeared that no demand was neces- 
sary in order to show default on a 
demand note. It appeared that under 
the Maine law it was necessary to 
prove a demand made at the place of 
payment prior to the commencement 
of suit. 

It was decided that with respect to 
performance under the note or the 
consequences of a failure to perform 
the Maine law would apply, particu- 
larly in the matters of demand and 
accrual of interest. 


Government Attachments 


Does the government’s attachment 
of the depositor’s account for income 
tax prevail against the bank’s rights 
to the deposit for an unpaid loan? 

In a recent New York case the 
government served the usual notice on 
the bank in a proceeding to levy a 
depositor’s account for income tax. 
It so happened that the bank held the 
depositor’s demand note for an amount 
largely in excess of the amount of the 
deposit, although prior to the income 
tax levy nothing had been done 
toward applying the depositor’s bal- 
ance on the note and the depositor had 
been permitted to operate the account 
freely without interference. After the 
income tax levy was served; the bank 
applied the deposit to the note and 
refused to pay over to the government 
the amount of the deposit. 

The court took the view that the 
depositor had been allowed to use the 
account under a sort of license revo- 
cable at wiil on the part of the bank 
and that his privilege did not mean 
that the depositor had any rights to 
the fund which he could assert as 
against the demand note held by the 
bank. Consequently, the court ruled, 
the garnisher, even though it hap- 
pened to be the government, had no 
right against the bank which the 
depositor did not have. The bank 
was, therefore, upheld in applying the 
amount of the deposit toward the note 
even though this was done after the 
service of the government’s notice on 
the bank. 


Real Estate Mistake 


Ordinarily, an error in the drawing 
of papers in a real estate transaction 
is likely to lead to serious consequences, 
but in a recent case the court found a 
way of rectifying what might have 








r its 


te in 
‘able 
* the 
sued 


ided 
rued 
2 it 
eCes- 
ma 
nder 
y to 
ce of 
nent 


ct to 
the 
form 
ticu- 
and 


its 


ment 
come 
ights 
) 


the 
ce on 
vy a 

tax. 
d the 
1ount 
f the 
come 
done 

bal- 
r had 
count 
r the 
bank 
. and 
ment 


t the 
e the 
revo- 
bank 
mean 
its to 
rt as 
y the 
ruled, 
hap- 
ad no 
1 the 
bank 
ig the 
2 note 
r the 
ice on 


awing 
action 
ences, 
und a 

have 





CLEARING HOUSE 


been a fatal mistake in the description 
of the real estate in an agreement of sale. 

The evidence clearly established 
that the seller intended to sell and the 
buyer intended to buy, two lots of 
land less a certain part of them which 
had previously been conveyed to the 
municipality. The clerk who wrote 
out the agreement recited the descrip- 
tion of the land correctly but by error 
failed to except that portion already 
turned over to the municipality. 

The court applied to this situation 
ils equitable power of “reformation,” 
saying that where through mutual 
mistake in reducing the agreement to 
writing the parties fail to express the 
contract agreed upon and intended, 
the court will “‘reform’”’ the contract 








to express the true intent of the 
parties. The description of the realty 
was corrected accordingly. 


A Loan Extension Case 


A temporary extension of a loan 
while a bank is considering a proposal 
for collateral security involves no 
fraud on the part of the debtor, even 
though the financial statement under 
consideration by the bank be false. 

That, in substance, is what the 
Federal Court said in a New York case 
not long ago. The facts were that the 
debtor owed the bank $35,000 on a 
note. At maturity the debtor sent the 
bank $2,500 in cash and a four month 
note for $32,500. The bank took the 
money but declined the note. Witha 
view to further investigation the bank 
asked for a financial statement and in 
the meantime took a ten day note. 

The financial statement proved un- 
satisfactory and the borrower’s deposit 
in the sum of $5,000 was applied 
against the ten day note. This left 
$27,500 still owing. 

Thereupon the borrower’s attorney 


made certain proposals with respect to | 


collateral security and the president 
of the bank stated that he would sub- 
mit these proposals to the board of 
directors. By this time the ten day 
note was about to mature and the 
debtor therefore gave his demand note 
for the $27,500 still owing, pending the 
bank’s decision as to whether it would 
give an extension of the loan. 

The borrower subsequently went 
into bankruptcy and upon the facts of 
this transaction being presented to 
the court, it was held that the exten- 
sion with respect to the ten day note 
and the subsequent demand note was 
not given in reliance on the statement 
and that the bank took the demand 
note only as a provisional measure 
while considering the borrower’s pro- 
posals for collateral security. 

*“Whether or not the statement was 
a false one,” said the court, “‘there was 
no credit extended on the faith of it.” 
Hence there was no fraud. 
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To the Holders of Bonds of 


City of Pontiac, Michigan 


The undersigned Committee has entered into an agreement with the City of Pontiac 
for the refunding of all of the now outstanding bonds of that city. 


INTEREST TO MARCH ist, 1934, WILL ON OCTOBER 9th, 1934, BE 
PAID TO ASSENTING DEPOSITORS OF RECORD AS OF SEPTEMBER 29th. 
Interest on General Obligation and Water Bonds will be paid in cash. Owners of 
Special Assessment General Obligation Bonds will receive 40% in cash, 60% in 
Certificates of Indebtedness. 


Bonds for exchange and for the collection of interest are to be deposited with the 
Committee at any of the following depositaries, accompanied by letter of transmittal. 


Circular describing the plan and letters of transmittal may be obtained by apply- 
ing to the Secretary of the Committee. 


Depositaries: 


Continental Illinois National Bank & Trust Co. of Chicago. 
Detroit Trust Company, Detroit. 
Guaranty Trust Company of New York. 


Counsel: W. A. SIMONTON 
CLAUDE H. STEVENS Thrall West and Company 
Detroit Minneapolis, Minnesota 


LEWIS P. MANSFIELD 


Prudential Ins. Co. of America 
Newark, New Jersey 


JOHN A. NORDMAN 
St. Louis Union Trust Company 
St. Louis, Missouri 
Committee 


Associate Counsel: 


THOMSON, WOOD and HOFFMAN 
New York 


Secretary: 
Cc. E. HUYETTE 
1263 National Bank Building 
Detroit, Michigan 


























ESTABLISHED 
MARCH 24, 1933 


RESOURCES EXCEED $225,000,000 





The 


NATIONAL BANK 


OF DETROIT 





























CRAY, McFAWN & COMPANY 
Dealers on 
Municipal and Conproralion Bonds 


On statistical defra xlment & fr wefrared lo form ih 
tnfoxmation on Michigan 44ues 


FIDELITY BUILDING TELEPHONE CHERRY 6828 


DETROIT 











All advertisements of securities are sold and billed at prices specified in 
our advertising rate card, copy of which is always available on request 
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First NATIONAL BANK 
BURROUGHSVILLE In Account With John Doe 


te ee 220 Main St. 
re, Please examine at once; if no error is 
(sept IOS oe Bteeetins a, we Sommnnered ooreeet. 


THE BURROUGHS 


John Doe 
220 Main St. 
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CASH REGISTERS 
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Manufacturers of ACCOUNTING MACHINES . ADDING MACHINES . CALCULATING MACHINES . TYPEWRITERS 
TYPEWRITER BILLING AND BOOKKEEPING MACHINES 


CORRECT-POSTURE CHAIRS 


CHECKS DATE DEPOSITS Nuclleene| ONE DAY | DATE Noo, NEW BALANCE 

Amount Brought Forward wm eo 935161: me SS 933616 
i520- 50.7 4- 410564 mm 3% 4 mous 45511* 

23000- 10745- 35403-4 wR 7% ‘420010: 21] 3600\mR 7% 6 963.7 3% 

35500- 2535 3i50- : 
4756=- 19000- 85.00 wRIi1 895.90: 9 600 |APR11'M 12 1412522+% 

2394 gust APRA G6 "3A 45280: 6 400 |WR16™ 35 83888% 
+500 455 318.75] WRIO : APRI9 "SH 386 50058# 
10.00- 1273- $2104 

 2125- 4750— R24 R24 43 37700% 

124.000= 5200= RET 98500 14 2100 |AR27'S 45 1,200.00 # C 

Cc 
The Customer’s Portion of 
the Statement is Unchanged WwW 
sk 
THIS IS YOUR BALANCE 50 Items Deposited @ 3¢| _/ \SO| Daily Balas “p00 be 
{<s Checks Paid @ 4¢| / WO | Less 10% Reserve aloo e] 
wey Collections — @ 25¢ Less Aggregate Float | G, 700 
a Pp | Interest Paid One Day Bass A.Gv-0 
— Rarer Corrected LST—Total of Several Checks \ TOTAL EXPENSE 3S 30) ee eee £65 Mm 
{— & Income zt wet Average Balance STh P 

eee Se eS BS IC 

This typical analysis record is detached from the statement and becomes 

@ permanent record for the bank. This stub may be designed to provide 

whatever analysis or service charge information the individual bank 

requires. Note also what an excellent form it is to show customers 

when explaining the service charge. 
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CLEARING HOUSE 


Accuracy 
1T) 
Service Charges 
aids any Bank 


With accurate information of the services rendered 
each depositor, the bank knows at all times exactly 
whose account is subject to charge and what the charge 
should be. Guesswork as to whether a flat charge should 
be made or whether the account should be analyzed is 
eliminated. Moreover, by means of a neat, accurate 
machine-posted record, customers’ questions about serv- 
ice charges can be answered quickly and effectively. 


The latest Burroughs Bookkeeping Machine, while 
posting the customer’s statement, quickly and accu- 
rately compiles all the information needed to compute 
service charges, analyze the account and calculate fed- 
eral tax. It also provides a ledger that guards against 
paying uncollected funds. Of course, it posts, proves 
and journalizes in one operation. 


With this Burroughs the bank knows the exact 
figures on which to base every customer’s service charge, 
regardless of the individual bank’s plan for computing 
the charge. Ask our nearest office for all details. 


Burroughs Adding Machine Company 


Detroit, Michigan 
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WHICH—JOINER OR DESK MAN? 

In working up business for his 
branch, should a manager be a “‘joiner”’ 
and throw himself heartily into dif- 
ferent organizations, or should he stick 
close to his desk, believing that his 
reputation for efficiency and attention 
to business the best advertisement for 
his branch? These are too distinct 
lines of action and have been aptly 
described by a British writer as “The 
Golf Club School’ and the “Ball and 
Chain School.” 

Most bankers will agree with the 
commentator who says that a middle 
course would appear the right policy 
to adopt. One very successful and 
popular Canadian bank officer was a 
*“specialist.”” He picked out one out- 
side activity that interested him and 
did not interfere with his business and 
gave it all the attention he could spare. 
The result was that instead of having a 
bowing acquaintance with a host of 
individuals, whose names were hard 
to recall, he had many very close 
friends. Instead of occupying minor 
offices in a number of organizations, 
he attained the highest post in his 
chosen field. 


STATISTICAL SURVEYS 


Many of the recipients of the busi- 
ness and crop surveys issued periodi- 
cally by Canadian chartered banks 
little realize the immense amount of 
detail work necessary to prepare the 
material. In the background of these 
reports are hundreds of branch man- 
agers who contribute their information 
on local conditions. In addition, econo- 
mists and trained officers assemble 
and prepare the reports for the reader. 

There are many executives who 
appreciate the studies and believe that 
they constitute a valuable contribution 
to business statistics, but one that is 
not sufficiently stressed by the banks 
themselves. They suggest that the 
public ‘should hear something of the 
inside story on the preparation of 
these reviews. 


BANK OF CANADA REPORTS 

Canada’s new central bank, the 
“Bank of Canada,” which is scheduled 
to commence operations on January 1, 
1935, will issue weekly statements on 
assets and liabilities in the Canada 
Gazette, the Dominion government’s 
official publication. This practice will 
be welcomed by economists and statis- 
ticians who will have some up-to-date 
banking figures available to them for 
scrutiny. At present, practically the 
only banking statistics issued on the 





CANADIAN NOTES and COMMENT 





by G. A. G. 





spot are the clearing house totals. The 
chartered banks submit a compre- 
hensive statement to the government 
once a month but by the time it is 
compiled and released for publication 
it is nearly a month old and of little 
use in forecasting. 


STAFF MOBILIZATION 

Since branch banking lends itself 
readily to staff mobilization for special 
tasks, Canadian bankers read with 
interest Arthur Van Vlissingen, Jr.’s 
article “Shifting Employees for Peak 
Loads,” which appeared in the July 
issue. One very notable instance of 
the rapid staff concentration for an 
emergency occurred in Winnipeg in 
1932 when chartered banks took over 
the $13,000,000 business of the Pro- 
vincial Savings Offices. This was a 
situation where quick action was neces- 
sary and the huge task of transferring 
over 40,000 accounts was accomplished 
on schedule, and without interruption 
of service to depositors, by bringing in 
of trained officers from other points. 


THE VOCAL ‘‘ANTI-BANKS” 


Jackson Dodds, O. B. E., president 
of the Canadian Bankers Association 
in addressing the Canada Club dinner 
in London, England, pointed out that 
there were 47,000 bank shareholders, 
400,000 borrowers and about 4,500,000 
depositors all interested in preserving 
the banking institutions of Canada. 
This is an impressive number but, as 
Mr. Dodds says, vocally the “anti- 
banks” appear to be in the majority. 
The banks however can derive some 
comfort from that old truism “It is 
the silent vote that always carries 
the election.” 


LEAGUE OF NATIONS REPORT 

The number of persons per banking 
office is lower in Canada than in any 
country in the world except Australia. 
This is one of the features of the 
Canadian banking system noted in 
the League of Nations Economic 
Intelligence Service report on com- 
mercial banks of the world which has 
just been issued. 

In discussing the banking situation 
in Canada during the depression the 
report says that the most distinctive 
feature of the Canadian banking 
system is the relatively small number 
of individual banks and the large 
number of branches. The report notes 
the existence and operation of the 


















Canadian Bankers Association and 
states that “this body, though an 
unofficial organization, carries out 
certain functions under authority of 
the Dominion Treasury Board.” 

The League of Nations Review also 
pays tribute to the strength of the 
banks in the Dominion by pointing out 
that “Only one bank insolvency has 
occurred in Canada since 1914: that 
of the Home Bank in 1923. This may 
be attributed to the wide diversification 
of risk achieved through the branch 
banking system.” It is noted how- 
ever “that practically all the banks 
found it unprofitable to operate certain 
of their branches during the depression 
and 311 were closed between the end 
of 1929 and the end of 1932. Of this 
number 176 were situated in the three 
prairie provinces.” 


THEN HE GOT WISE 

Some banks require managers to 
report on local commodity prices in 
returns to head offices and at least one 
country officer has learned that these 
figures are carefully scrutinized at 


headquarters. This manager relates 
that on one occasion he showed 
exceptionally low local prices _ for 


butter and eggs on his review of busi- 
ness. Almost by return mail came 
orders for these commodities from 
inspectors, assistant inspectors, super- 
visors and credit men. The manager 
relates that he took time out from 
supervising the shipment of crates of 
eggs and tubs of butter to report in his 
next return “that commodity prices had 
hardened considerably in his locality.” 


PERSONAL LOAN BUSINESS 

One bank manager who has given 
considerable study to the matter 
believes that the chartered banks 
should take the personal loan business 
more seriously. Canadian banks in 
the past have not looked upon this 
class of paper with any degree of 
enthusiasm and advances of this nature 
are discouraged by some. As a result 
a large number of personal loan cor- 
porations have sprung up in the 
Dominion and appear to be doing a 
safe and profitable business. The 
officer in commenting on this said he 
believed that the personal loan busi- 
ness was well out of the experimental 
stage and the depression had proved 
that the accommodation advance was 
not such a “dud” after all. He had 
analyzed loans of this type on his 
books over a long period and had found 
that on the whole they had been well 
met and losses were negligible. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT. MICH.. U.S.A. 4070-9-34 













































ition 
anch 
10W- 
anks 
rtain 
ssion 

end 

this 
-hree 


s to 
2s in 
tL one 
these 
1 at 
lates 
owed 

for 
busi- 
came 
from 
uper- 
lager 
from 
es of 
in his 
s had 
lity.” 


given 
atter 
yanks 
siness 
ks in 

this 
2e «of 
ature 
result 
| cor- 

the 
ing a 

The 
id he 
busi- 
1ental 
roved 
e was 
e had 
n his 
found 
n well 





HOTELS, LIKE PEOPLE, CAN 
BE JUDGED BY ATTENTION 
TO “LITTLE THINGS” 


PERHAPS you won't notice—when you reach for pen 

and ink in your room at a Statler Hotel—that the pen- 
points, both “stub” and “fine” are brand new, perfectly 
clean...the ink fresh and free-flowing. You'll think about 
what you're writing, not what you're writing with...which 
is exactly what we want you to do. 

You would be all too conscious of our writing equipment 
if you found scratchy, sputtering pen-points... crusty, half- 
petrified ink . . . an inkwell that smudged your fingertips. 
You'd be upset, as you have been by such irritations at 
other hotels. So we’ve made sure that there will not be such 
a discordant note in your stay with us. 


The many “little things” that make you happy—completely 
comfortable—in our hotels, did not just happen. Each new 
idea was given painstaking study . .. worked out with lab- 
oratory exactness before being added to the long, constantly 
growing list of Statler innovations, 


HOTELS STATLER 


“"WHERE THE GUEST IS ALWAYS RIGHT” 


Chikead i. Buffalo - at wlecil 


ROOMS BEGIN AT ROOMS BEGIN AT ROOMS BEGIN AT 
2.50 3.00 2.50 
és ? ° 
Boston Si. Pity 
Cc e = 
ROOMS BEGIN AT ROOMS BEGIN AT 
3.50 2.50 


New Ljork ( Atel Pennsylvania) 


ROOMS BEGIN aT 3.50 





“LET ME WRITE THAT. 
I'M BRAND NEW 
AND THE INK IS 
FRESH” 


haat 


You can get along, of course, without a pin cushion with 
its quick-repair supply of buttons, pins and threaded needles 
... without the special pants hanger on the closet door or 
the towel hook handily placed to save groping overhead 
.. . the telephone-attached memorandum pad .. . or the 
convenient desk calendar ... the tourist and visitor’s 
city map... the ample supply of stationery, both business 
and social . .. telegraph blanks ... all little things, but 
would your stay be as pleasant if we hadn’t thought of them? 

We could go on... and on... mention the little sums 
you save because Statler Hotels have banned tipping at 
public restaurant checkrooms . . . tabooed unsolicited ser- 
vice from washroom attendants . . . cut off premiums over 
street store prices on cigar and newsstand items. We could 
—with all due modesty—tell about service from courteous 
employees, imbued with Statler ideals and trained to go 
beyond routine in satisfying your wants.. .. 

But it all comes to this: When you stay at Statler Hotels, 
you'll be conscious of the satisfaction that comes from our 
zealous attention to the “‘little things” which are essential 
to complete hotel service—Statler Service. 


en We uone PRESIDENT 


FEATURES OF HOTEL SERVICE PIONEERED BY STATLERS 


es Pin Cushion ® No Tip Chiseling in Washrooms 
© Free Morning Newspaper ® One-day Laundry Service with- 
® Circulating Ice Water out Extra Charge 


® Free Radio Reception 
® Bed Head Reading Lamp 


@ Full-length Mirror and Newsstand Items 


® Inner-spring Hair Mattress @ Statler Service Training of 
Employees 
®@ Certified Guest Room Lighting 
for Eye Comfort s newwe of Room Posted in the 
oom 


®@ No Tipping at Pablic 
Restaurant Checkrooms 


® Private Bath with Every Room 
®@ Street Store Prices for Cigar 


®@ A Guarantee of Guest Satisfaction 


GILBERT PAPERS FOR DURABILITY @® FOR IMPRESSIVENESS 


PAPER MILL 
aud 
CONVERTOR ARE ONE 
(j Be es 





® Before any paper can be converted into 
safety check paper it must go through the 
basic manufacturing process which estab- 
lishes its wearing, tearing, folding and writing 
quality. And when a safety is produced from 
the wet pulp clear through the sensitizing pro- 
cess to a finished roll of modern non-alterable 
safety paper in one mill its composite manu- 
facturing specifications are bound to result in 
a degree of standardized quality impossible 
under divided manufacturing control. 


Gilbert Dispatch Safety has this distinctive 
superiority. Gilberts continuous laboratory 
supervision of the two related elements of 
manufacture is a check against conversion 
difficulties inviting defective quality and 


higher costs. 


Ask your printer or lithographer to print your 
next check order on Dispatch Safety. 


* Gilbert bonds and ledgers are: Dreadnaught Parchment - Lancaster Bond - Valiant Bond - Radiance Bond Resource Bond 





Avalanche Bond + Dispatch Bond - Dreadnaught Linen Ledger + Old Ironsides Ledger Dauntless Ledger - Entry Ledger 














